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Modern farming has gone piggy-back, so 


This Farm Fleet has a One- Man Crew! 


Motomation has reached the farm! 

With a Minneapolis-Moline Uni-Farmor, the farmer commands a self- 
| propelled squadron of machines that harvests virtually every crop from a 
i. single power source. He cuts hay with the Uni-Windrower, bales hay with 
the new Uni-Balor. He turns hay or row crops into silage with the Uni- 
Foragor. He harvests grain, bean, or seed crops with the Uni-Harvestor; 


+ 2 picks corn with the Uni-Huskor or picks and shells your corn with the Uni- 
Picker-Sheller. And, all SIX Uni-Farmor machines mount on the same 


Uni-Tractor. One man runs them all! 
1y Only Minneapolis-Moline builds the Uni-Farmor. It is anothei of the out- 
standing engineering achievements that have given this 131l-year-old company 


idea leadership in the farm machinery industry. The Uni-Farmor is one more 


LI Nig reason why thousands of American Farmer-Businessmen look first to MM for 


\* oy” 


machines to make farming pay a better profit. 


ae ~=Minnearo.is-Mouine 


MINNEAPOLIS 8, MINNESOTA 





HALL LOCKERS 


There are EXTRA PROFITS for you in 
quantity sales to the schools in your 
community. Long time favorite is No. 
1525 key controlled. Contact the pad- 
lock buyer for your schools — NOW! 


GYM BASKETS 


When building “back-to-school” displays... assure 
yourself of easy extra sales by including Master 
No. 1500 Combination Padlocks. Remind students 
that valuable books, supplies and clothing 
need the finest padlock protection... MASTER! 
Here are some of Master’s sales making features: 


*& STAINLESS STEEL PROTECTION 
* DOUBLE WALL CONSTRUCTION 
*& SOLID STEEL LOCKING LATCH 
* BUILT-IN “SOUND EFFECT” 
Order from your wholesaler. 


NO. 1525 BIKE LOCKS MEAN 
KEY-CONTROLLED “EXTRA BUSINESS’’, TOO! 


Same as No. 1500, but with key-control They're as much a part of “back-to- 

. one school-owned control key opens school” os popers and pencils. 5 styles 

all locks. It's No.1 in America’s schools, to choose from .. . combination or key 

for hall and gym lockers type. Wall display FREE with order for 
12 Bike Locks, Ask your wholesaler 


Master Jock Company, Milwaukee 45, Wis. © 2oxdd 
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2 easy ways to boost chain sales 


STOCK TOP-QUALITY NIXDORFF-KREIN 
ELEPHANT BRAND CHAINS IN CHAIN-PACKS 


ae Customers like the convenience of chains in easy-to-handle 
PROOF con CHAIN CHAIN-PACKS. When empty, they make fine pails. You'll like 
a the way Chain-Packs give “sealed-in" chain protection—con- 
serve floor space—and display chains to best advantage. 








DISPLAY NIXDORFF-KREIN CHAINS ON HANDY, 
EYE-CATCHING “MERCHAINDISER” 
” DISPLAY STAND 


"MERCHAINDISER,” made of tubular steel, holds 8 of the 
fastest-selling types and sizes of chain. Extra rack in the rear 
for additional stock or for a reserve supply of “fast movers.” 
Equipped with cutter to snip off desired amount of chain. 
Welded wire reels fit any rack. 


/ 
, 


sé i 
Want to get a “chain” reaction from your customers? Longto ng ,/ 
Stock Nixdorff-Krein Elephant Brand Chain—and dis- This versatile, long-handled cookina / ¢ 
play it in Chain-Packs and on a handy "Merchaindiser" utensil is a favorite with outdoor 
where the customer can see—feel—buy the chain that wey Keeps ends eway from Name 
suits his needs. 07 vaphan a eet 


n-siip serrated jaws w 

The names Nixdorff-Krein and Elephant Brand are your a 
assurance of pretested uniformity of manufacture and 
undeviating quality in a complete line of welded 
chains, tire and tractor chains, chain accessories and 


wagon hardware. 


List Price $1.98 


FAST OVERNIGHT SHIPMENT FROM WAREHOUSES AT HOUSTON, ST. LOUIS, ATLANTA 


wa WRITE FOR CATALOG AND PRICES 


NIXDORFF-KREIN MFG. CO. 


916 HOWARD ST. « ST. LOUIS 6, MO. * PHONE CH 1.8726 


FOR HURRY-UP SHIPMENTS, TELETYPE SL 892 
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away with the old oaken bucket! 


... feature 
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WITH THE NEW 


SPARKLEEN* 


liner 


Keeps water sparkling clean 
... keeps coffee, lemonade 
and other beverages 
odor-free, taste-free 


Non-Toxic coating approved 
by the Food and Drug 
Administration. 


Here’s the modern way to keep drinking water spar- 

kling pure and refreshingly cool! DeLuxe WATER 
NOTE THESE IMPORTANT BOY portable coolers go everywhere ...do a better 
CONSTRUCTION FEATURES job of keeping men on the job. 


Hot Dipped Riveted Handles WATER BOYS are big, rugged, built to take abuse 
Galvanized Breast gp einen on construction and logging work, in oil fields, ware- 
, riers Fully Enclosed Cover houses, service trucks—everywhere men work. Ideal 

t 
we ah for hunters and fishermen, too. 


ag bns LD my Stock and feature these versatile water coolers. In 
——__ popular 2, 3, 5 and 10 gallon sizes, they’re made of 
Hot-Dipped Galvanized quality materials and carry the DeLuxe name. Point 
sapere mam, Seemmnes ee out the “extras”... they’ll build extra sales and 


Seams and Bottoms to Rust or Leak , 
extra profits for you! Order from your jobber today. 

Brass-Nickel Plated, 

4i__Recessed Faucet 


| Non- Movable 
Extra Deep Bottom v Inset Su 
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THE SCHLUETER MFG. CO. « ST. LOUIS 7, MO. 
A complete line of galvanized ware, tinware and other specialties 
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Fred J. Helpap finds that the new Pet Promotion—big Pet 
newspaper ads featuring his store, thé contest, and the mer- 
chandising material —create plenty of excitement and store traffic 
“Sales in all departments of my store have gone up, thanks to 
this Pet promotion,’ says Mr. Helpap, who is a partner in 
Court Hardware, Saginaw, Michigan 


How new PET promotion 
creates extra sales 


ALL OVER THE STORE! 


Reports from distributors and dealers show that 
the new Pet power tool promotion turns a store 
into “‘do-it-yourself’’ headquarters, and creates more 
related item and impulse sales 

The Pet sales plan is a continuing, local area 
sales plan that moves power tools in volume, with 
big, powerful newspaper ads, a contest for each 
store, and complete merchandising kits. Plus our 
sales and advertising personnel detailed to help you 
All backed by strong national ads keyed to the 
local promotions. 

And there’s plenty more! Like the report from a 
leading research institute which contains the un 
biased facts about power tools and proves Pet 
a top line! 


[Peer ieee 


mail coupon today for full details 
SSSSSSCSSSSSSSESSSSSSC SHES ESSERE ESE EEE ESO E SEES 
mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC 

320 West 83rd Street, Chicago 20, Illinois 


Dept. SH7-56 


Please send me full details about your new local area PET sales plon 
NAME 
FIRM NAME 


ADDRESS_ —_ 





ciTY_ . eas ll 


SHH ESESSHESSESESSSET SEE SESE SESE SEES E SE EEE 
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Easier Credit—sSoft spots in the business boom, notably sales de- 

clines in autos and farm equipment, and lower farm income, probably 
will lead to an easing in credit by the Federal Reserve Board. Automotive 
execs, home builders, and some administration leaders are blaming tight 
money policy for declining activity in those fields. By manipulating money 
available for borrowing, FRB has sought to control inflationary aspects 
of the boom. 


Construction—Residential building though down from last year's high 

peak is still above any previous period. Meanwhile, new construction of 
all types was at an annual rate of 42 billion in April, just a shade 
under the all-time high level reached in mid-'55. 


Manufacturers’ Sales—Shipments from factories edged down slightly in 

March to a level of about 27.3 billions in April. New orders, valued at 
27.4 billions showed a seasonal gain. The order backlog, at 57.2 billions, 
is 9 billions more than a year earlier. 


Minimum Wage—Expansion of wage and hour act to cover retail and 
service trades was still being studied by senate committee at press 

time. Despite strong endorsement by union officials, general feeling is 

that coverage will not be extended during this session of Congress. 


Consumer Income—In the year's first quarter consumer income reached an 

annual rate of 315 billion dollars, about 6% above the previous year. 
At the same time consumer indebtedness increased to about 35.5 billion 
dollars. 


Retail Sales— Despite some price resistance among consumers, retail 

sales early in the second quarter were slightly above a year ago. Sales 
by dealers in lumber, building materials, and hardware group, were about 
1% up in March. 


Wholesale Sales—iIn March sales by wholesalers were 6% ahead of a year 
ago and for the first three months 10% above the 1955 period. Hard- 
ware wholesalers showed an average 1% gain in March and a 9% jump for the 

first three months. Sales declined in March for hardware wholesalers 
in the South Atlantic and East South Central regions, but were up an 
average of 8% for those in the East South Central group. For the year's 
first three months sales by hardware wholesalers in all southern areas 
were ahead of the corresponding 1955 period. 


Farm Income—In the first four months of the year farmers received 
approximately 7.9 billion dollars, a drop of 5% from last year. Prices 
averaged 6 percent lower. 
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More evidence you sell the best 
when you sell RB&W fasteners 


See how some fasteners are toughened 
up at RB&W. They’re being GAS car- 
burized .. . a method for surface-hard- 
ening that’s head and shoulders above 
the usual bath-type treatments. 


In this gas chamber, fasteners get 
deeper, more uniform case hardness, 
and controlled core strength. You may 
not handle the type of fasteners which 
require surface-hardening, but this 
operation shows why all RB&W fas- 
teners give such satisfactory service. 
They’re made by the best methods, on 
the finest equipment. 

No wonder RB&W fasteners have 
gained the reputation for delivering 
. top quality at competitive prices. 

Be sure you’re supplying your custom- 
ers with the best. Specify the RB&W 
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line to your distributor, or write 
Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. Y. 


Plants at: Port Chester, N. ¥; Coraopolis, Pa.; 
Rock Falls, tll; los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents of: Milwaovkee, New Orleans, Denver, 
Seattle. Distributors from coast to coast. 


FIVE GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&W FASTENERS 


1. The most complete line 
in the field, 


2. Uniform quality through- 
out the line. 
3. Complete reliability of 
supply. 


4. Fast, accurate and friend- 
ly service, 


5. The original ‘‘upside- 
down'’ package — extra 
strong for no-spill, quick 
and easy handling. 











A. Goldwater 
Telegraph Road Hardware 
Alexandria, Va. 


WE REGARD delivery service as 
an accommodation to our custom- 
ers. It relieves them of a load it is 
not convenient for them to take on, 
and it is a real convenience in 

emergencies or 
when they are 
house - bound 
during illness. 
Delivery serv- 
ice brings tre- 
mendous good- 
will and a clos- 
er personal re- 
lationship with the customer. It is 
greatly appreciated and often 
makes a steady customer out of a 
casual one. It brings people back 
repeatedly. 

Despite the costs of delivery 
service, we make no restrictions as 
to size of purchase or distance. On 
one rare occasion we can recall go- 
ing out 20 miles to make a de- 
livery to a customer who has 
proven a steady friend of the 
store’s. We made this delivery 
coincide with a regular trip into 
town that is made weekly. 

Under no circumstances do we 
ever make charges for a delivery. 
Generally customers handle their 
own purchases since they all have 
cars in this area. Our delivery 
service has not been overtaxed by 
demand. But if a customer re- 
quests it, no matter how small the 
purchase, nor how long the dis- 
tance, we make it without charge. 
I think you will generally find cus- 
tomers reasonable in their requests 
for delivery. They dislike asking 
you to haul a small purchase over 
a great distance, On the extremely 
rare occasions when they do, we 
comply generously and either my 
son, Donald, or I see that the cus- 
tomer who lives in the area gets 
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his package within 20 to 30 
minutes. 
We find the investment worth- 


while promotion for the store. 


* 


Jack Callaway 
Jax Seed and Hardware 
Birmingham, Ala. 


A PROMPT, efficient delivery 
service is one of the most im- 
portant factors in the operation of 
a hardware store, particularly if 
that store does an appreciable 
volume of business. 

Our delivery service is as much 
a part of our business as our 
charge accounts; we would lose a 
large percentage of our trade if we 
stopped either. I believe our trade 
would drop by a third if we 
suddenly stopped delivery service, 
although we don’t actually deliver 
a third of the merchandise we sell. 

We make no charges whatever 
for delivery, regardless of the 
merchandise. And we place no re- 
strictions as to distances, although 
we operate within very general 
limits. Our store is in a western 
suburb of Birmingham. Virtually 
all our deliveries are on the 
western side of town—approxi 
mately five miles to the downtown 
area and up to 15 miles to rural 
areas to the west. 

We operate a half-ton pickup 
truck, with one man full-time on 
delivery. Our schedule calls for 
morning and afternoon deliveries 
with trips to rural areas (actually, 
heavily-populated suburban dis- 
tricts) on Tuesdays and Fridays. 

We deliver any merchandise, 
large or small, upon request. On 
requests for delivery beyond our 
normal-service area, we accept or 
reject on an individual basis, ac- 
cording to whether the trip would 
be profitable. No charge for de- 


Question: What are your policies 
regarding delivery service? 


livery ever is considered. Within 
reason, we make emergency de- 
liveries of almost any item. Actual- 
ly, when a store has its own truck 
and a full-time delivery man, that’s 
two-thirds of the cost already ac- 
counted for, so the actual trips 
don’t add too much to expenses. 

We carry the customary liability 
insurance on the truck. The only 
loss we've suffered the past 12 
months was a toy horn, apparently 
stolen from the truck. 

For any hardware dealer who is 
feeling the squeeze of competition 
from other retail outlets, I recom- 
mend free delivery service. Fairly 
frequently we make sales to people 
who passed up other stores simply 
because the latter didn’t provide 
prompt delivery. 

Taking advantage of free de- 
livery is a habit with customers 
And if they acquire the habit at 
your store, you have a hard core 
of business that’s well worth the 
relatively small expense 


James Buchanan 
Acme Hardware & Furniture Co. 
Little Rock, Ark. 


ALTHOUGH WE do have a furni- 
ture department, the hardware 
section of the store calls for more 
deliveries. Some days we make 
half-a-dozen trips delivering hard- 

ware items. Our 
policy calls for 
as many deliv- 
eries as are 
necessary, the 
latest one going 
out at 4 p.m. 
People have 
learned that 
when they telephone their orders 
they will receive delivery the same 
day. We make no charge for de- 
(Continued on page 8) 
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DOUBLE-MATIC ; DOUBLE-MATIC 
SPINDRIFT “860" SPINFLO “8226B" 


The “all-purpose’’ spinreel for . : This is an improved ver- 
surf, inland or biue water use. sion of the Spinfio 822G, 
Aluminum spool. 250 yds America’s most popu- 
10 Ib monofil. capacity. The only lar and talked about 
Weighs 14 oz. Folding handle. spinreel. Spool fully 
Right and left hand styles. machined aluminum 


; of spinning 200 yds 6 Ib mono- 
Model 860 $ with yds ono 
e 34.50 ; reeis fil. capacity. 


complete tine 


Model 82268 $477.95 


List 


Manual Mode! 861 $33.50 : Manual Model 62368 $16.95 


DOUBLE-MATIC : a ee DOUBLE-MATIC 
SPINATOR "870" ui z i SPINLITE 
’ * SPECIAL “852 
Acclaimed by fishermen . , 

e as the ideal salt . ‘ The economy adaption 
water spinreel for heavy fish- : of the famed little Spin- 
ing. Has on-off anti-reverse > ; lite Deluxe. Features 
lever, folding handle. Right j two-toned crackle finish. 

Light action brake spring 


and left hand styles. Weighs i = agree: 
16 oz. Spool capacity . ae . furnished with all fresh 


250 yds 15 Ib monofil. P water reels for light 
7 | Perfect for one who seeks the ver line action. 
Mode! 870 $37.95 és - y 
List 














a best. Lightweight, durable, corrosion Model 852 $2°7 50 
resistant. Maroon crackle finish gold 
alumalite spool with 250 yds 4 Ib 
monofil. capacity. Weighs 8 oz. Right 
and left hand styles. 


wr $24.50 
* 
List 
Manuai Model 831 $23.50 


Manual Mode! 853 $26.50 


Manual Mode! 871 $36.95 





liveries anywhere in the city or a 
few miles beyond the city limits. 
When an electrical appliance or a 
kitchen range must be delivered 
and installed up to 100 miles from 
Little Rock, we make a charge of 
ten cents a mile. And we do get 
some of this kind of business. 
People on farms and in small 
towns have learned about our de- 
livery service and the wide variety 
of hardware items that we handle. 
They come in to buy, or write, or 
telephone. 

We don’t draw the line on de- 
livering small items within the 
city limits. Sometimes we lose on 
a sale, but feel that, in the long 
run, we profit from our reputation 
of having good delivery service. 
Patronizing a dealer is _habit- 
forming. 

We route deliveries so that the 
driver does not have to waste 
mileage. That means we do not 
divide the city into special routes, 
but make up the routes from day 
to day. 

To show how we do try to give 
good delivery service, only this 
morning a customer called up and 
asked us to send her two window 
shade brackets—a ten cent pur- 
chase. We told her that we could 
not make a special delivery of this, 
but that if she were willing to wait 
a day or two until we had other 
deliveries routed her way, we'd 
deliver her little purchase. 

We do a very good paint volume 
among homeowners, and paints 
are frequently delivered, along 
with accessories, many of which 
we suggest. In fact, a delivery 
service often helps the dealer to 
sell multiple items. We always sug- 
gest other purchases. Maybe that’s 
why we sell a lot of paint brushes 
Sometimes a customer calls in for 
a single brush. We’ll agree to de- 
liver this, but ask, “Don’t you 
want a smaller brush, too? Some 
sandpaper?” 

Our delivery man also connects 





gas ranges and heaters and sets 
up the old-fashioned wood and coal 
stoves that we still sell. We’re one 
of the few modern stores in the 
area that sells these, together with 
stove pipes, polish, etc. 

We find that one truck is enough 
to handle deliveries. It is usually 
on the road just about all day. 
That gives us a_ signboard-on- 
wheels that is pretty good adver- 
tising for us. 


J. C. Melcher 
Ed Melcher Co. 
Port Lavaca, Texas 


IN THE tug-of-war between 
super markets, specialty shops 
selling major appliances, and vari- 
ous other types of stores which are 
cutting into the formerly accepted 

hardware 
store’s area of 
operations, and 
the long-estab- 
lished hardware 
store, the latter 
must cling to 
establish- 
ed practices to 
hold and build business and add 
other features that will help to 
keep customers, 

One of these established prac- 
tices is delivery service. As much 
as we would like to get along 
without it and follow the policy of 
super markets and others that are 
cutting into the hardware business, 
we don’t feel that it is possible to 
do it without endangering our 
established business. 

Over the years we have always 
rendered a delivery service. To- 
day, we deliver over an even 
wider territory than in the past. 
This is possible because of better 
roads and necessary because the 
demands placed upon us by non- 
hardware store competition. 

We make free deliveries of 
major hardware store items over a 


radius approximating 50 miles. 
Outside the city, however, we do 
not deliver small items, such as the 
average customer buys over the 
counter. We do deliver all appli- 
ances, fencing, heavy hardware 
items. 

We deliver anything within the 
city. 

Our service man makes deliver- 
ies. We maintain only one delivery 
truck. Our service business is light 
enough for the same man to handle 
service and also make deliveries. 
By having the same man deliver 
and connect appliances, for ex- 
ample, we are able to reduce the 
cost of delivery and installation of 
major items. 

We have trained our customers 
over the years not to expect on- 
the-minute delivery. Ordinarily an 
order placed before noon will be 
delivered the same day, but any- 
thing ordered after noon is not de- 
livered until the following day, 
unless the service-delivery man 
happens to be in and does not have 
a trip already scheduled. 

We explain the delivery situa- 
tion to all customers who request 
delivery and have little trouble in 
handling delivery demands on a 
next-day basis. 

We make no charge of any kind 
for delivery, so long as the de- 
livery point is within our pre- 
scribed radius, and we do not make 
deliveries outside this area. 

Frankly, we would like to do 
away with all deliveries, but as 
long as we handle major appli- 
ances and heavy hardware, we see 
no chance to eliminate it in the 
foreseeable future. Fortunately, 
super markets, while taking some 
hardware business from formerly 
established channels, have done 
much in educating shoppers to 
carry their smaller purchases in- 
stead of requiring delivery, and 
that has aided us to some degree in 
reducing delivery costs in our 
hardware store. 








NEXT MONTH: 


What southern hardware dealers are doing to 
build more effective sales organizations 
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“CRESTOGRIP” 
The NEW Utility Plier 


BY CRESCENT 


30% THINNER 
TWICE AS STRONG 
GRIPS LIKE A Pipe WRENCH 
| | 


} 
CLEAN, SHARP BOX JOINT ADJUSTABLE TO 


TEETH 4 POSITIONS UP TO 114” CAPACITY 


‘ 





' EXTRA THIN—ONLY 1” 
FLUSH RIVET ¢ 
AT THICKEST POINT 

NO PROJECTIONS : 


NON-SLIP CHECKERDOT 
KNURLING 


Crescent’s No. P210 Utility Plier 
is completely new ... revolution- 
ary! It’s not a “slip-joint” plier 
and not to be confused with 
conventional lap-joint “pump” 
pliers. Its dowble-strong box joint 
design is absolutely unique and 
assures a powerful grip like that 
of a pipe wrench without side- 
ways twist or strain. It will grip 
flat, square, hex or round objects 
with powerful leverage. 


QUICK, POSITIVE ADJUSTMENT 


This cut-away view shows 
joint construction with 
its extra generous bear- 
ing surface at the arrow 
point. Adjustment is 
made by simpiy “walk- 
ing” the rivet recess over 
the bearing point with a 
—— action of the 


andles. Haey, positive a 


capable of heavy loads. 


a in Pa CRESCENT TOOLS - 
zinc plate. Overall length 91% inches. Gu ¥ ‘ 


Sold by hardware dealers and 
industrial distributors everywhere, 
Sign of lhe Vb rlisan 


Symbol of Curelle WOO 


Crescent is ovr trode-mork, registered in the United State: and obrood, for wrenches ond other tools. Sold by leading distributors ond retailers everywhere ond mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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National Sales Promotion 
Manager Appointed by PET 


ELMER J. Murray has been ap- 
pointed national sales promotion 
manager of Portable Electric Tools, 
Inc., of Chicago. According to 
George W. Weatherby, vice-presi- 
dent in charge of sales, Murray 
will spearhead PET’s new selective 
area sales program. 


Eimer J. Murray 


Murray was formerly vice- 
president and sales manager of 
Peck, Stow and Wilcox, Southing- 
ton, Conn., manufacturer of tools 
and sheet metal machinery. Most 
recently he was general sales man- 
ager for Bigelow & Douse, Need- 
ham, Mass., a wholesale hardware 
firm, and was a special consultant 
for Our Own Hardware organiza- 
tion of Minneapolis. 


« 


Amerock Corp. Announced 
As New Name of Company 


THE AMERICAN Cabinet Hard- 
ware Corp., Rockford, Ill, an- 
nounces a change in its corporate 
name to “Amerock Corp.” The 
change is made, according to 
Reuben A. Aldeen, president, be- 
cause all of the company’s products 
have been sold for years under the 


10 








trade name “Amerock,” and the 
trade name has become better 
known than the company name it- 
self. 

There has been no change in 
ownership, management, or poli- 
cies. The company plans a change- 
over this year to its new $3,000,000 
plant in Rockford which is nearing 
completion. 


> 


Tenth Anniversary for 
Lawson H. Yates Co. 


THE LAWSON H. Yates Co., man- 
ufacturers’ representative, with 
headquarters in Nashville, Tennes- 
see, currently is celebrating its 
10th anniversary. 

Lawson H. Yates, who heads the 
firm, has, over the past 10 years, 
built a sales organization which 
presently covers Tennessee, Vir- 
ginia, North and South Carolina, 
Florida, Georgia and Mississippi. 

The three salesmen who cover 
this territory are: Ken Murphy 
who lives in Greensboro, N. C.., 
and travels Virginia and North and 
South Carolina, Sam Holcombe 
who makes his headquarters in 


Lawson H. Yates 


Gainesville, Fla., and travels Geor- 
gia and Florida, and Jim Smith 
who travels Alabama, Mississippi, 
and Tennessee out of Birmingham, 
Ala. 

Company salesmen live in cen- 
tral locations in their territories 
so as to give better service to cus- 
tomers. And as a means of further- 
ing this service to wholesalers, the 
Yates organization now has three 
of its leading lines warehoused in 
Atlanta. 


Red Devil Tools Opens New Plant 


eee 
Loar srk 
Ef ate 


- 


Occupation of its new manufacturing plant in Union, N. J., has been begun 

by Red Devil Tools, and completion is expected at an early date. The com- 

pany's headquarters and sales office, formerly at Irvington, now also are 

located in the new plant which has a capacity of 70,000 square feet and is 

located on an 11-acre property. This includes a 450-car parking lot and six 
additional acres for future growth 
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FRE@DIE, THE FOX 


PETE, THE PLASTER BUG 


there’s a CFz! Hex Mesh Netting for everybody! 


The wide range of weights, sizes and 
types of CF&I Hex Mesh Nettings 
make them ideal for a wide variety 
of uses. They’re available galvanized 
either before or after weaving; with 
either conventional or reverse-twist 
construction; in all standard heights 
from 12” through 72”, and in wire sizes 
ranging from 14 through 20 gauges. 


THE COLORADO FUEL AND IRON CORPORATION—Albuquerque + Amarillo + Billings + Boise » Butte + Casper + Denver + El Pasae Ft. Worth + Houston « Lincoln (Neb.) + Los Angeles 


But variety tells just part of the story. 
CFéI Hex Mesh Nettings are made 
with extra-strong selvages, are easily 
formed, and give years of weather- 
resistant service. 

For full details on the wide variety of 
styles, widths, meshes and wire sizes 
available, contact your nearest CF&I 
jobber. 


DONALD, THE 
DO-IT-YOURSELF 
BUG 


vy 
Mk 


LA 
-" 
4 . 


Yy 


A 


>Oearee: ‘ 
bone ena: 


. rn 


3329 


Oakland + Oklahoma City - Phoenix + Portiand + Pueblo + Salt Lake City « San Francisco + Seattle « Spokane + Wichita 
WICKWIRE SPENCER STEEL DIVISION—Atlanta + Boston + Buffalo - Chicago + Detroit - New Orleans + New York + Philadelphia 
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M. J. Peters Co. Names 
Barrows to Sales Post 


EDWARD W. Barrows, Jr. has 
been appointed to the sales staff 
of the M. J. Peters Co., manufac- 
turers’ agents headquartering at 
808 Forsyth Building, Atlanta, Ga. 


Edward W. Barrows, Jr. 


According to the announcement 
from M. J. “Jack”’ Peters, Barrows 
will travel out of the Atlanta of- 
fice assisting in the entire terri- 
tory. The company presently cov- 
ers Virginia, North and South 
Carolina, Georgia, Florida, Ala- 
bama, Tennessee, and Mississippi. 

Prior to joining the Peters or- 
ganization, Barrows was associ- 
ated with W. C. Caye & Co., dis- 
tributors of construction equip- 
ment and road building machinery. 


° 


Two Join Sales Force 
of the Coleman Co. 


THE COLEMAN Co., Inc., has 
added two district representatives 
to its outing products field sales 
organization serving the south- 
eastern states. 

Charles Dean Patterson will 
represent the camp stove and 
lantern manufacturer in Alabama 
and Georgia. Patterson is a native 
of Kansas and recently received 
his honorable discharge from the 
U. S. Air Forces. Before entering 
service, Patterson was employed 
by the Santa Fe Railway Co. 

Charles R. Baker, Jr., is the new 
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Coleman district representative for 
North and South Carolina. Baker 
formerly coached football, basket- 
ball and track at Greensboro (N. 
C.) high school and prior to joining 
Coleman was part owner of a re- 
tail sporting goods store in Greens- 
boro. He is a graduate of North 
Carolina University and served 
four years with the U. S. Navy. 


= 


H. Boker & Co. Acquires 
George Schrade Knife Co. 


H. BoKER & Co., Inc., New York 
City, has announced its purchase 
of the George Schrade Knife Co., 
Inc., Bridgeport, Conn., manufac- 
turer of pocket knives, sportsman’s 
and fishing knives. 

The newly acquired facilities 
will take the place of Boker’s 
Winsted, Conn., plant, which was 
wiped out by the disastrous New 
England floods of last August. The 
Bridgeport factory will produce 
pocket knives, fishing and hunting 
knives included in the Boker 
cutlery line. 


* 


Sales Appointments Made 
by Eagle Lock & Screw 


JOHN F. REGAN, vice-president in 
charge of sales of The Eagle Lock 
and Screw Co., Terryville, Conn., a 
subsidiary of Bowser, Inc., has an- 
nounced the appointment of Wil- 
liam D. Rohlf and Merle W. 
Semisch as southeastern sales rep- 
resentatives for the company, ef- 
fective since April 1. 

Both men will cover the south- 


eastern states including Georgia 
Tennessee, Alabama, Mississippi, 
and Florida. They will make their 
headquarters in Atlanta, operating 
from the Bowser warehouse in that 
city. 

Both Rohlf and Semisch will 
handle Bowser products also in 
keeping with Bowser’s plans to 
integrate sales efforts. Rohlf, for- 
merly from Chicago, is a graduate 
of the University of Minnesota, 
and Semisch who comes from 
Philadelphia attended the Wharton 
School of Finance there 


* 


John T. Everett & Co. 
Transfers Burkholder 


JACK BURKHOLDER will be the 
new district representative for 
John T. Everett & Co. in the Vir- 
ginia-West Virginia area, effective 
July 1, according to W. N. Wilker- 
son, managing partner of the 
Memphis, Tenn., firm of manufac- 
turers’ representatives. 


Jack Burkholder 


Burkholder is a native of Mem- 
phis and prior to joining John T. 
Everett & Co., he worked for the 
Technical Division of Bell Tele- 
phone-Western Electric Co. For the 
past nine months Burkholder has 
been working in the Field Service 
Division of John T. Everett & Co. 
out of its Memphis headquarters. 
He is being transferred to Rich- 
mond, Va. 
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For Rugged Use! Easy to Sell! 


. now is the time to stock 


aE NGUE 


’ WELDED STEEL BENCH OILERS 
for the factory! s Q 


I} 


ay 


Order today from 
your supplier or 
write direct to 
Eagle for informa- 
tion. 


for mills, 


de 
Highly ° foundries, al 
mines, r 


manufacturing plants. 


¢ Made to withstand heavy-duty abuse 

© One-piece high-grade steel body 

Body electrically welded to bottom 
under electronic control 


e Long life and dependable service 
assured ... economical too 


for latest Eagle Catalog | * 
showing Complete Line 

of Eagle Oilers, Safety 
Cans, Oil and Gasoline 
Containers. It’s free. 


MANUFACTURING CO. Wellsburg, West Virginia 
Serving Industry Since 1894 
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TENNELCEAL 
ie eacierto Self 


30 years of advertising... 
back up your every mention of Ten- 
neseal. Several generations of farm- 
ers in your area have seen and heard 
ads on Tenneseal, (just as YOU are 
now). This continued campaign has 
been effective. In fact, in a recent 
poll throughout the South, two and a 
half times as many farmers preferred 
Tenneseal as preferred all other 
brands of galvanized roofing com- 
bined. 

Tenneseal ads pay off for YOU! 


Readily available... 

An easy sale is no good unless you 
can deliver fast! That’s why TCI has 
spotted your Tenneseal wholesaler 
NEARBY. Since Tenneseal orders 
are frequently BIG ones, you can’t 
always stock enough. A phone call to 
your supplier, when you run short, 
will do the trick. 

Sell Tenneseal for fast delivery! 


The customer will be back . .. 
after you’ve sold him Tenneseal. It’s 
no secret that really satisfied cus- 
tomers will come back for OTHER 
quality products. Actual use of Ten- 
neseal by farmers over the past 
thirty years has proved that it lasts 
longer, with no maintenance. 
Tenneseal keeps customers satisfied! 


You can show them... 


how easily Tenneseal is installed 
with the illustrated promotion liter- 
ature we furnish. A sheet or two of 
Tenneseal, hanging on the store wall, 
makes an ideal indoor display on 
which you can easily point out Ten- 
neseal’s many superior features. 

Sell easily demonstrated Tenneseal! 


A leak-proof blanket of steel... 


is provided by Tenneseal. This four- 
fold protection is important to your 
customers . . . V-Drains allow rapid 
runoff of surface water. Snug fitting 
underlap and overlap drains quickly 
carry away water blown or drawn 
into side joints. Three cross crimps 
and a pressure lip on each sheet of 
Tenneseal make a water-proof bar- 
rier out of each end-joint. Continu- 
ous line galvanizing production of 
Tenneseal gives even distribution of 
the 1.25 ounce ordered coating, to 
meet rigid ASTM specifications. 
Once installed, a Tenneseal roof re- 
quires no additional attention. 

Sell efficient Tenneseal! 


TENNESSEE COAL & IRON 
DIVISION 


UNITED STATES STEEL CORPORATION, GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES: CHARLOTTE + FAIRFIELD » HOUSTON + JACKSONVILLE » MEMPHIS + NEW ORLEANS + TULSA 


USS AMERICAN FENCE 


USS TENNESEAL V-DRAIN ROOFING 
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ntle warning! 


This annual event has been sold out 


three years running. Hundreds of 
dealers were disappointed last year. 
Better act now! Order the #123 Trade- 
In Deal at YOUR USUAL DISCOUNT! 


#123 TRADE-IN DEAL 


first in sales 


because it's first in vaiuel 


SWING-A-WAY MANUFACTURING COMPANY «+ 4100 BECK AVENUE + ST. LOUIS 16 MISSOURI! 
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Ajax Hardware Appoints 
General Sales Manager 


APPOINTMENT of Toby N. Tobias 
as general sales manager of Ajax 
Hardware Sales Co., Los Angeles, 
Calif., was announced recently by 
Norman D. Louis, president of the 
firm. 

Since joining Ajax early in 1955, 


Toby N. Tobias 


Tobias has held the position of ter- 
ritory sales manager, and assisted 
the president in all sales activities. 

Tobias came to Ajax with over 
20 years of sales management ex- 
perience which included three 
years as sales manager for a lock 
manufacturer and 15 years as 
domestic sales manager for South- 
west Steel Rolling Mills of Los 
Angeles. 


* 


Oklahoman to Head Sales 
in Delta's Houston Area 


Robert S. Grimmett, former 
Oklahoma City district sales man- 
ager for Rockwell Manufacturing 
Co.’s Delta Power Tool Division, 
has been named Houston district 
sales manager. 

He succeeds Warren Sherman, 
who moved to Atlanta, Ga., as 
southern regional manager of the 
Pittsburgh, Pa., company, earlier 
this year. The district includes 
southern Texas and part of Louisi- 
ana. 

A 1941 engineering graduate of 
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(Continued from page 12) 


Robert S. Grimmett 


New Mexico Military Institute 
Grimmett joined Rockwell in 1953. 
Previously he had spent five years 
as manager of Grimmett Auto 
Supply Co., Altus, Okla. 

He also spent two years with the 
Oklahoma Hardware Co. — one 
year as assistant merchandising 
manager, Hardware Division, the 
other year as buyer and assistant 
sales manager, Automotive Divi- 
sion, Oklahoma City. 


> 


Earle Hardware Names 
Selinger & Associates 
THE EARLE Hardware Manufac- 


turing Co., Reading, Pa., has ap- 
pointed Eliot R. Selinger & As- 


sociates, Silver Spring, Maryland, 
as sales representative in the states 
of Maryland, Virginia, and North 
Carolina and the District of Colum- 
bia. 


* 


L. W. Elliott Appointed 
Griffin Sales Manager 


L. W. ELLiottT has been ap- 
pointed sales manager by Griffin 
Manufacturing Co., Erie, Pa. El- 
liott will be responsible for sales of 


L. W. Elliott 


hinges, butts, light builders hard- 
ware, carded hardware, industrial 
hardware, cold rolled strip steel, 
and steel stampings, reporting di- 
rectly to J. B. Griffin, president. 


Construction of Large Annex 
Planned by Amarillo Hardware 


PLANS FOR expanding the ware- 
house facilities of Amarillo Hard- 
ware Co. were announced in late 
May by R. C. Neely, president of 
the Texas wholesale hardware 
company. Construction was to have 
begun shortly on a 70,000 square- 
foot, fireproof addition to the main 
building located at 600 Grant St. 

The _ three-story-and-basement 
building will cost an estimated 
$350,000, according to the an- 
nouncement. The new structure 
will be connected to the present 


80,000 square-foot main building 
and will give Amarillo Hardware 
a full half block. 

Construction will be of pre-cast 
concrete, Offices, now on the first 
floor of the present building, will 
be transferred to the first floor of 
the annex. The two upper floors 
and the basement will be ware- 
house area. When the new project 
is completed, Amarillo Hardware 
will have 260,000 feet of ware- 
house and office space in Amarillo 
and Lubbock. 
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BE SURE OF QUALITY CONTROL! 


There's only one way to be sure that you have a quality 


J water heater—you have to be sure that EVERY part in it 


is a quality part! 


Practically every part of a JACKSON Water Heater is produced 
in JACKSON'S own plant! ALL parts must pass JACKSON'S rigid speci- 
fications and tests! That's quality control! That's why you can 
be sure of satisfaction when you stock 
JACKSON Water Heaters! 


Write, wire or phone today for 
information on the COMPLETE Jackson 
line of Gas and Electric Water 


Heaters! There is no obligation. 








1222 EAST 40TH STREET 
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SSIRCO Announces 
Warehouse Promotions 


SOUTHERN States Iron Roofing 
Co., industrial metals and building 
materials distributors of Atlanta, 
Ga., with warehouse operations in 
nine major southern cities, recent- 
ly announced a series of promo- 
tions within the company’s ware- 
house division. 


Bartholomew Hasselbring 


Paul H. Fox, president of South- 
ern States, announced that, effec- 
tive June 1, Lee Bartholomew be- 
came vice-president and manager 
of the warehouse division. Fox ex- 
plained that the elevation of 
Bartholomew to _ vice-president- 
manager of the warehouse division 
will facilitate the coordination of 
all warehouse sales and operations 
activities under one manager, 
thereby resulting in a_ greater 
overall company efficiency. 

Bartholomew joined SSIRCO in 
1948 and has had the responsibility 
of warehouse sales since that date 
In his new capacity, he has juris- 
diction over the entire warehouse 
division, including sales and opera- 
tions. 

Bartholomew immediately an- 
nounced the promotion of Rae E. 
Hasselbring to manager of sales, 
warehouse division, and R. C. Lee, 
manager of operations, warehouse 
division. 

Hasselbring, formerly product 
manager for industrial meta's 
will now supervise sales activities 
for Southern States for all ware- 
house materials. 

R. C. Lee hs had 17 years of ex- 
perience with SSIRCO in various 


(Continued from 


phases of the company’s opera- 
tions. His latest assignment was 
operations manager for the com- 
pany’s container division at Bir- 
mingham, Ala. 


a 


Moore Push-Pin Appoints 
Jack C. Kern Sales Rep 


THE JACK C. KERN Co. has been 
appointed sales representative in 
five southern states by the Moore 
Push-Pin Co. 

The Philadelphia manufacturer 
of Moore Picture Hangers, Push- 
Pins and Maptacks lists the states 
to be covered by Kern’s organiza- 
tion as Arkansas, Louisiana, Missis- 
sippi, Oklahoma, and Texas. 

Kern officially began represent- 
ing Moore on April 15. He makes 
his headquarters at 2100 McKin- 
ney Ave., Dallas 1, Texas 


7 


Cyr Directs Sales of Yale 
Custom-Styled Hardware 


WALTER J. CyrR has been ap- 
pointed director of styled contract 
hardware sales for The Yale & 
Towne Manufacturing Co., White 
Plains, N. Y., James D. Young, 
general sales manager of the Yale 
Lock and Hardware Division, an- 
nounces. 

In his new position, Cyr will 
direct sales of custom-designed 
contract hardware throughout the 
United States. In addition to these 
duties, Cyr will continue as prod- 


Walter J. Cyr 


page 16) 


uct manager for door closers, panic, 
and fire exit devices. 

Cyr has held a number of im- 
portant sales executive posts in the 
Yale Lock and Hardware Division 
since he joined the company in 
1926 following his graduation from 
the University of Notre Dame 


. 


Starke to Head Sales 
of Cummins Division 


HarRrRY R. STARKE has been ap- 
pointed sales manager of the Cum- 
mins Portable Tool Division of the 
John Oster Manufacturing Co., 
Milwaukee, Wis., John Oster, Jr., 
president, announces. Starke has 
been with the company since 1940, 
and recently has been regional 
sales manager for the Middle West 
for both Oster electric housewares 
and Cummins power tools 


Harry R. Starke 


Starke worked in service, sales 
and advertising capacities for the 
John Oster Manufacturing Co. un- 
til World War II, when he served 
as an Air Force pilot. Returning in 
1946, he became a member of the 
newly organized electric house- 
wares department and then sales 
representative in the division fo! 
six years. 

Subsequently appointed regional 
sales manager, he was responsible 
for seven district operations on 
electric housewares in the Middle 
West and when Oster added the 
Cummins portable tool division, 
Starke assumed this responsibility 
in his region. 
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SEINE TWINES 
SEINE CORDS 


OLN TROT LINES 
40)8) OF. 4") PUT b40)88 5. ee STAGING 
7) R VENETIAN BLIND CoRD 
CONFIDENCE IN THE ee SASH CORDS 
MASON LINES 
FISHING LINES 
NYLON CASTING LINES 
STARTER ROPE 
JUMP ROPE 
MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 
PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


KNOW WHAT You’vE GOT 


Each ball labeled as to weight, ply, 
feet per ball. 


(A MIKE; EXCLUSIVE) 


This all cotton product is widely 

used as chalk line, mason line, pull 

cord, heavy package tying and ~ a e “e 

general utility. a 


AVAILABLE IN A VARIETY OF PUT-UPS AND PLYS 
1 Ib. skeins — 6 thru 72 ply 


PUT-UP IN 5 LB. PKGS 





ORDERS OF $50.00 OR MORE, FREIGHT 2 oz. balls — 6 thru 24 ply 
PREPAID. Orders of less than $20.00 f.o.b. Mill, PUT-UP IN 5 LB. PKGS 

eee bile, toons, UE Tiesto, tnd. Orden co 6a of 
$8 069, ih alowed 1.0 pe 8 ox. bells 6 thru 72 ply 
incurred outside carrier's regular zone of delivery. 1 Ib. balls — 18 thru 72 oly 


SOLD IN BULK 


LAWNDALE, NORTH CAROLINA 


. 
eve an i S om an 7861 Sepulveda Blvd Marietta 3104 Gaston Ave 
Van Nu liforn Minnesota Dallas 26, Texos 
Ww 











or ys, oO ornia 


ESTABLISHED IN 18673 
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Lane General Manager 
of Union Fork and Hoe 


STUART H. LANE has been made 
vice-president ana general man- 
ager of The Union Fork and Hoe 
Co., Columbus, Ohio manufacturer 
of steel goods and shovels. He was 
previously president of The Amer- 
ican Art Works, Inc., maker of 


Stuart H. Lane 


metal specialties and giftwares, at 
Coshocton, Ohio, with which he 
had been associated since 1930. 

As Union’s general manager he 
will supervise operations of the 
company’s seven plants in Ohio, 
New York, Tennessee, Mississippi 
and Texas as well as the Columbus 
headquarters, 


na 


Everlite Plastics Moves 
Offices to Tennessee 


PRINCIPAL offices of Everlite 
Plastics Manufacturing Co., for- 
merly at Houston, Texas, are be- 
ing moved to Memphis, Tennessee, 
in order to be close to both south- 
eastern and southwestern markets, 
company officials announced re- 
cently. 

W. N. Wilkerson, of Memphis, 
has been elected president and 
treasurer of the company; John 
Sheesley, of Houston, secretary; 
and Robert H. Parsley, of Houston, 
vice-president. 

In conjunction with the move, 
the company, which produces ex- 
truded and molded plastic prod- 
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ucts, is surrendering its Texas 
charter, and becoming a Tennessee 
corporation. It has an authorized 
capital of $200,000. Offices are at 
35 South Cooper. 

Wilkerson is managing partner 
of John T. Everett & Co., hardware 
and industrial supplies firm. 
Sheesley is president of the Bettis 
Corp., manufacturer of hardware 
and oil field products, and Parsley 
is a partner in the Houston law 
firm of Butler, Binion, Rice and 
Cooke. 


° 


Two Wooster Officers 
Made Vice-Presidents 


ELEVATION cf two administra- 
tive officers of The Wooster Rub- 
ber Co., Wooster, Ohio, to the 
position of vice-president has been 
announced by James R. Caldwell, 
company president. 

James K. Buckwalter, general 
sales manager, becomes vice-presi- 
dent in charge of sales; and Donald 
E. Noble, secretary and treasurer, 
becomes vice-president in charge 
of finance. 

Buckwalter joined the Wooster 
organization as sales manager of 
the Direct Sales Division in 1948 
and was elevated to the post of 
general sales manager in 1952. 

Noble joined the company as of- 


Buckwalter Noble 


fice manager in 1941, and was 
elevated to the position of secre- 
tary-treasurer in 1943. 


+ 


Woodworth Retires 
from Samson Cordage 


SAMSON Cordage Works, Boston, 
Mass., has announced the retire- 
ment of Walter G. Woodworth, ef- 
fective May 1. Woodworth joined 
the company in 1906. He served as 
sales manager for many years until 
August 1954, at which time he was 
elected vice-president in charge of 
sales. 

Neil S. MacKenna, sales man- 
ager, has assumed Woodworth’s 
responsibilities. 


Weber Holds Annual Sales Meeting 


Company executives and salesmen of The Weber Lifelike Fly Co. gathered 
at the home office and factory in Stevens Point, Wis., in May for their 
annual sales convention. Those attending are shown above. Seated, from 
left: M. E. Puariea, W. R. Cook, J. F. Berdan, E. R. Crowder, J. A. Cyran, 
A. H. Kurrasch. Standing, from left: G. A. Jauch, R. M. Oxley, A. L. Bauman, 
R. G. Abb, J. H. Martini, E. C. Wotruba, Jr., R. A. Schwebka, J. A. Reynolds, 
M. E. Sorensen, E. Niederhauser, J. D. Duggan, E. C. Wotruba, Sr., president. 
Also attending but not shown: G. F. Donovan, C. R. Cook, and H. H. Scott 
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LEADERS IN 
ASBESTOS BUILDING PRODUCTS 


COLOR GRAINED 
AUTOCLAVED SIDING Cronewall Board | “ 


A wide range of decorator 
styled colors including deep 
tones and popular pastels. 
Protected by the exclusive 
Duroc” finish that seals in 
color beauty, seals out dirt. 
| Autoclaved to eliminate 
shrinkage. 


Easy-to-apply building board 
for farm, industry. Perma- 
nent, weatherproof, fireproof, 
rotproof. Never needs paint! 


SHAKE SIDING (15%" x 48") PANELSTONE « 


Longer color grained siding shingle with a wider Smoother, more flexible build- 
exposure . . . more economical to apply . . . ing board combines hard, 
use on high houses to create a more pleasing dirt-resistant finish with per- 
sidewall. manent protection against i 


weather. 
NARROW SHAKE (8%" x 48") 
A long and narrow color grained siding shingle 
creates a different, more pleasing sidewall on 


low houses. LEADERS IN ASPHALT 


Note: Shake and Narrow Shake siding is currently 


available from Bound Brook, N. J., and St. Louis, Mo BUILDING PRODUCTS, TOO! 


plants only. 
For added profit, consider Ruberoid’s top-selling 
asphalt building product line. Particularly 


LOK-TAB roof shingles—a revolutionary new 


AMERICAN THATCH” ROOF SHINGLES wind-safe, square-tab design! Hidden tabs 


(Pat. No. 2.687.701) lock each shingle down! 


mea’ ; Available in a wide range of SUBURBAN roof shingles—beautiful de luxe 
new decorator colors for strip shingles striated texture for the pop 


- S| Noe 
ny Ue every homeowner’s taste. ular “shake” look. 


Each shingle is protected by 
Also...FIBERGLAS* BUILDING INSULATION... 


the exclusive Duroc” finish 


-oppe y i 7 . 
. gps pa rm anchors high efficiency batts and roll blankets, with or 
. a roof that never wears 

a roof that never wears without aluminum foil . . . pouring wool .. . 


! 
y 
out: perimeter insulation. 


Reg. TM OCF CORP 


The RUBEROID co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 


SOUTHERN HARDWARE for JULY, 1956 2! 





Style-Crafters Appoints 
MacKenzie Sales Rep 


STYLE-CRAFTERS, Inc., of Green- 
ville, S. C., manufacturer of Life- 
Raft and Aqua-Float marine safety 
products, announces the appoint- 
ment of Don F. MacKenzie, of 
Hopkinsville, Ky., as a new mem- 
ber of its sales organization. 


Don F. MacKenzie 


MacKenzie will represent Style- 
Crafters in the states of Kentucky, 
Tennessee, Mississippi, Alabama 
and West Florida. 


> 


Hine Elected President 
of Red Head Brand Co. 


CLARKE F. HINE was elected 
president of the Red Head Brand 
Co., Chicago, Il., at a recent meet- 


Clarke F. Hine 





(Continued from page 20) 


ing of the board of directors, to 
succeed the late Mrs. Alma K. An- 
derson. 

Hine joined the company in 1946 
as sales manager and was serving 
as vice-president and general sales 
manager at the time of his present 
appointment. 


° 


Stratton & Terstegge 
Sales Official Dies 


RALPH Edward Bader, Central 
Division sales manager of Stratton 
& Terstegge Co., Louisville, Ky., 
died at his home there May 30, 
following a heart attack. 

Mr. Bader had been with the 
wholesale hardware organization 


‘Sd 


Ralph Edward Bader 


for 22 years, the last 10 as Central 
Division sales manager. He was a 
vice-president of the Sales Execu- 
tive Council of Louisville. 

Survivors are his wife, Mrs. 
Phyllis Bader; a daughter, Miss 
Phyllis Dell Bader; a son, Stephen 
L. Bader; and a sister, Mrs. Bruce 
J. Campbell, Prospect, Ky. 


aa 


Lawn-Boy Appoints 
Field Service Rep 


LAWN-Boy, 


manufacturer of 
power lawn mowers, has an- 
nounced the addition of Bill Florey 
to its field service organization. He 
will travel Texas, Louisiana, Okla- 
homa and Arkansas. 

Florey was formerly a salesman 


Bill Florey 


for the Southern Specialty Sales 
Co., Inc., of New Orleans, a dis- 
tributor of lawn and garden equip- 
ment. His home is Shreveport, La., 
and he will continue to travel from 
there. 


* 


Standard Tool Appoints 
Hardware Division Head 


STANDARD Tool Co., Cleveland, 
Ohio, announces the appointment 
of Ben T. Cowherd to the newly 
created position of manager of the 
hardware division. 

Utilizing his wide experience in 
the hardware trade, Cowherd will 
expand Standard’s hardware divi- 
sion. He soon will announce a wide 
variety of new sets, dispensers and 
tool assortments with emphasis 
placed on improved packaging and 
merchandising assistance. 


Ben T. Cowherd 
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Serve Yourself BOLTS 


PROFITS 
FLEXIBILITY 
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SERVE YOURSELF 
BOLT TRAY 


Trays can be purchased separately or with custom 
“Ready-Stocked” Assortments, Carriage Bolts, Small 
Machine Bolts, Large Machine Bolts, Cap Screws 
and Nuts and Stove Bolts. 

All bolts and nuts are Brite-Plated with nuts 
attached and you can choose the sizes and types 
that your customers ask for most often. 

Refills are Special Small Quantities— No Over- 
stock Storage. 
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WRHA APPROVED 


DISPLAY 


with the FIRST 
FLEXIBLE BOLT DISPLAY 


Now Available 
Through Your Lamson Distributor 


These new Lamson & Sessions SERVE YOURSELF 
Bolt Trays bring “Back Room” bolts “Up Front” for 
increased sales. 


These new NRHA approved metal bolt trays are so 
flexible they fit perfectly on standard islands, gondolas, 
and wall counters. A SPECIAL ALL METAL TRAY 
STAND with a durable baked enamel finish, as illus- 
trated below, is also available for floor display. 


ADDITIONAL FEATURES OF THE LAMSON & 

SESSIONS “SERVE YOURSELF” 

BOLT TRAYS 

@ All Metal Tray with Adjustable 
Metal Dividers and Price Ticket 
Holders (size 14” long x 23” wide 
x 9” high). 

@ Price Tickets for Current Sug- 
gested Selling Prices. 

@ Measuring Device for Checking 
Length and Diameter. 

SELL YOUR “BACK ROOM” 

BOLT STOCK WITH A SERVE 

YOURSELF BOLT TRAY 


“UP FRONT”! SPECIAL 
TRAY STAND 





THE LAMSON & SESSIONS CO. 


1971 West 85th Street 
Cleveland 2, Ohio 


Please send me details on the new Lamson & Sessions Flexible 
Bolt Display. 


Company Name 
Address 
City a 


Your Name 





W. F. MUNFORD 


“A Dynamic 


Potential] 


. . . is created daily by millions of Americans in their 
purchases of U.S. Savings Bonds through the Payroll 
Savings Plan. Better than three out of four of United 
States Steel’s American Steel and Wire Division 


employees are taking advantage of this easy automatic 


plan of saving. 


“We in management feel that every employee, whether 
newly hired or already on the pay roll, must be advised 
constantly as to the values of this Savings Bond Pro- 


Portrait by Fabien Bachrach 


gram. A program designed to maintain high employee 
participation is an integral part of our everyday opera- 
tions.” : : 
F. MUNFORD, President 
American Steel and Wire Division 
United States Steel Corporation 


Does your company present the advantages of The 
Payroll Savings Plan (and a Payroll Savings Applica- 
tion Blank) to every new employee? Are 75% of your 
employees enrolled in your Payroll Savings Plan? 


Write to Savings Bond Division, U.S. Treasury Depart- 
ment, Washington 25, D. C. Your State Sales Director 
will be glad to help you take your place with American 
Steel and Wire and the more than 40,000 other com- 
panies that have successful Payroll Savings Plans. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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Plan Tow to réttend the llth rAeunual 


NATIONAL HARDWARE SHOW 


Including the LAWN, GARDEN, and 
OUTDOOR LIVING Division 


at the new COLISEUM in NEW YORK CITY 


OCTOBER 1 to 5 


The National Hardware Show will 
be the largest trade show to be 
held in the Coliseum. All four 
floors (over 300,000 sq. ft.) 

will be devoted to displays by 
more than 1000 manufacturers of 
hardware and outdoor living 
products and allied lines. 
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Save time by registering NOW. Fill in and mail this registration coupon 
ond your admission badge will be mailed to you. Please check below if 
y 


NAL 
HARDWARE SHOW 


at the new COLISEUM in NEW YORK CITY 


ou wish us to make hotel reservotions for you. (Please Print) 


I 

| NAME TITLE 

1 FIRM 

STREET 

l 

| 

" 
1 

i 











CITY STATE 
TYPE OF BUSINESS 


Please check below the classification of your business. 
Wholesaler Retailer Dept. & Chain Store Buyer 
importer-Exporter Mfgrs. Agent Manufacturer Other 








please fill out coupon and mail T 5 


NATIONAL HARDWARE SHOW 
Suite 1103, 331 Madison Ave., New York 17, N.Y. ! Minors under 18 yrs. of age will not be admitted under any circumstances. 


ee ee ee ee eee 


| Please send us your hotel reservation blank. 
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sell this fence with 
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MADE IN 
DIXIE 


TRACE mann | | | i 


Your customers never take a chance on quality when you 
sell them Drxisreet Fence. And you never take a chance 
on selling an unknown product, because generations of Dixie 
farmers have trusted this Southern-made product, 

The quality of Drxisteet Fence is controlled every step 
of the way—from the molten copper-bearing steel to the 
finished rolls ready for shipment. 

Drxisteet Fence is nationally advertised to help you 
sell more fence. And the colorful metal sign on each roll 
continues to help you sell after the fence is up. 

Stock, display and sell the fence that’s made right 
here in Dixie—well-made, well-known, well-liked DixisTeer 
Fence—backed by one of the South’s oldest steel producers. 


vd 


SELL THE FENCE THAT HAS ALL FIVE FEATURES! 
Rust-resistant copper-bearing steel 
Full-size wires, uniformly spaced 
Four-wrap, non-slip hinge joints 
Tension curves to allow for expansion 


Crack-proof hot-dip zinc galvanizing 


Atlantic Steel Company 


ATLANTA, GEORGIA 
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They make a specialty of 


- 
oer? == 
¥ ~ 


> 


All plumbing supplies are con- 
centrated on the ground floor for 
better display and added sales 


Plumbing Supplies 


a= you overlooking plumbing 
supplies? 

Plumbing supplies in many 
hardware stores are tucked into a 
small corner of one counter. 

But not in the store of Chas. H. 
Church & Sons! Plumbing sup- 
plies constitute big business for 
this Memphis, Tennessee, neigh- 
borhood hardware dealer. The de- 
partment has a $5,000 inventory. 


By Richard Lane 


Wholesalers believe it’s the largest 
and most complete of any Memphis 
hardware store 

There’s good reason for the size 
of the department at Chas. H 
Church & Sons. The store, which 
this year celebrated its 35th anni- 
versary, is in a section composed 


Willie Hughes prepares to deliver a hot water tank. Many are sold as a 
tie-in with other plumbing supplies. At right, Chas. H. Church, store 
founder, fills an order for pipe which is on open display 


largely of old homes—and old 
plumbing that’s showing its years 
It’s also a neighborhood of do-it- 
yourself enthusiasts. The store i 
at McLemore and South Third 

But it takes more than a big in- 
ventory and potential customers to 
make a department pay, as most 
dealers know. It takes promotion 
both inside and outside the store 

Let Charles S. Church, one of 
the two sons in the family busines: 
founded by Charles H. Church, tell 


about it 





Pipe cutting and threading is done by Willie Hughes who has been with the 
store for many years. Here, he is using an electric vise 


“We've always put more em- 
phasis on plumbing supplies than 
the average hardware dealer,” he 


declares. “Do-it-yourself is no 


Having decided to do 
a complete paint job, 
customer here _ is 
helped in his selec- 
tion by Lloyd Church 


New island display 
arrangements make 
it easy for custom- 
ers to browse and 


modern fad or trend. Most hard- 
ware customers have been doing it 
themselves since the day the first 
hardware store opened. We are 





shop at leisure 


simply taking full advantage of our 
neighborhood of good, solid, mid- 
dle-class wage earners—many of 
them railroad men—who have al- 
ways made most minor plumbing 
repairs and installations them- 
selves. 

“They don’t think of calling a 
plumber to install a new washer, 
valve, ball cock or put in a little 
new chrome in the kitchen or bath. 
They do these jobs themselves. 

“For that reason, we keep an un- 
usually large inventory of such 
supplies in open stock. 

“We are taking full advantage of 
the neighborhood's potential. Obvi- 
ously, a hardware store has to 
adapt its plumbing supplies de- 
partment to its potential. A neigh- 
borhood of new homes offers little 
in the way of customers for plumb- 
ing supplies—repairs or new in- 
stallations—for many years. Yet a 
neighborhood as old as ours makes 
such a department highly popular 
and profitable.” 

The Churches are not unmindful 
of the lady of the house while 
catering to the do-it-yourself en- 
thusiast. The store stocks bath ac- 
cessories such as towel bars, soap 
dishes and chrome fixtures with 
strong feminine appeal. 

It’s equipped to supply materials 
for bigger jobs, too. A large stock 


of pipe is carried in 21-foot lengths, 
lg to two inches in diameter. The 
store uses an electric power vise 
for cutting and threading pipe to 


meet customers’ demands. Also 
stocked are cast iron fittings, soil 
pipe, pipe joint compound, asbestos 
packing and hose. 

The store has found larger bath 
and kitchen items, such as com- 
modes, wash basins and kitchen 
sinks as well as hot water tanks, 
can be sold by effective floor dis- 
plays. It carries a few tubs, in 4% 


ak. bee 
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C. S. Church helps customers in 
the new housewares department 
—da source of pride for the store 


to 5-foot sizes. It offers a complete 
line of hot water tanks and also 
galvanized vent pipe. 

How much space is devoted to 
the store’s plumbing supplies de- 
partment? 

It has two island displays and 40 
feet of wall space. Until recently 
the store kept its stock of pipe up- 
stairs in a storage room, but by 
modernizing and more than dou- 
bling its floor space, it was able to 
concentrate all plumbing supplies, 
including pipe, on the ground 
floor. This is expected to be re- 
flected in increased sales, espe- 
cially pipe. Threading and cutting 
is now done downstairs in full 
view of customers. 

The department is important the 
year ‘round, since the items aren’t 
seasonal. 

How does the store advertise its 
department? 

It does some neighborhood ad- 
vertising in a community shoppers 
news sheet and three times a year 
cooperates with a wholesaler in 
mailing out circulars. However, 
these circulars put little emphasis 
on plumbing supplies. They are 
more seasonal, appearing in spring, 
fall and at Christmas, and promote 
a wide variety of merchandise. 
Chas. H. Church & Sons mails 
them to 2,500 customers. 

The store also participates with 
other Memphis hardware dealers 
in a newspaper advertising pro- 
gram devoted to full page ads that 
appear regularly. 


The Churches find plumbing 


Congratulating Mr. and Mrs. Church on the store's 
35th anniversary is Mayor Edmund Orgill, left 


supplies tie in nicely with other 
merchandise. For example, lino- 
leum roll floor covering is dis- 
played near the plumbing supplies. 
A customer buying new bath o1 
kitchen fixtures may be a good 
prospect for new floor covering 
The same applies to builders hard- 
ware and paint and varnishes 

The store does a nice business in 
tools and builders and cabinet 
hardware and has this merchandise 
prominently displayed on wall peg 
boards as well as on counters and 
shelves. It has a 32-foot wall dis- 
play of tools and builders hard 
ware. 

Paint has always been a big 
item for the store because aging 
homes require lots of paint. The 
store, in expanding, nearly doubled 
its paint department. Its cleaning 
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supplies department is adjacent to 
the paint for tie-in sales 

The peg board wall displays and 
cabinets were built by Lloyd 
Church, the other Church son in 
the family organization with the 
parents 

The store uses many serve-your- 
self shopping ideas to make it 
easier for customers to select mer- 
chandise. With the expansion more 
than doubling the floor 
island displays are spaced far 
enough apart to permit heavy 
traffic yet easy self-service 

Chas. H. Church & Sons, being in 
a neighborhood of do-it-yourself 
customers, gives information fo! 
doing the job where needed. Litera- 
ture is available with many tools, 

and sandpaper Skil-saw 
(Continued on page 45) 


space, 


paint 


Among supply house reps present for the celebra- 
tion is John Morris, far right, Orgill vice-president 





lt's New! 
It's Different! 


With 50,000 square feet of sales 
Guasite Gn foun dine space Central Hardware's new store 


are, from left, James Wescott, may well be the industry's largest 
display manager for all Central 
stores, Stanley Cohen, director 
of merchandising, and A. Schatt- 
gen, manager of the new store 
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Entrance to new store is at far right. Store has 5-acre parking lot 


bbe world’s largest hardware store. That’s a title 
that might well be claimed for the newest store 
opened recently by Central Hardware Co. in St. 
Louis, Mo. The store, one of a chain of five operated 
by the company, is as modern as tomorrow to say 
the least. The one-story structure contains 50,000 
square feet of floor space and full use is made of 
this area for the open display of virtually all mer- 
chandise. 

The store is fully departmentized, and each de- 
partment is arranged to encourage self-service 
shopping. Each department, in fact, has its own 
check-out counter supplementing main check-out 
counters located, right, near the main entrance. 
To make shopping easy, both baskets and carts 
are available for customers. And, borrowing an- 
other page from the supermarket merchandising 
book, the new store has a 5-acre parking lot with 
space for 400 cars. 
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Baskets like those shown below ' ‘ 
are used in store, but supermar- ’ 
ket-type carts also are available. 

Note do-it-yourself supplies 


HARDWARE 
















Yr 
tools and hardw® 
Picture at top, right, shows the 
broad stocks of builders and cab- 
inet hardware carried. Tool de- 
partment is equally complete. 
Cashier desks in each depart- 
ment facilitate sales. Mass dis- CASHIER 
play of wheel goods is a typical <9 
display technique used. Note un- i: 108 
usual cartoon-type mural desig- . 
nating the housewares depart- 
ment. The store has six complete 

kitchens set up for display 












Store makes it easy for customers 
to open charge accounts. When 
credit has been established, cus- 
tomer checks his purchases out 
at special charge account desks 





Portions of departments devoted 
to pre-cut lumber, housewares, 
roofing and gymsets ore shown 
in the top picture. All merchan- 
dise has label giving specifica- 
tions and price to make self- 
service easy. Uniformed salesmen 
are available, however, to help 
customer. Though customers are 
encouraged to take their pur- 
chases with them, store provides 
city-wide delivery 


The main entrance to the store 
features six entrance and exit 
doors, all operated electrically 
and automatically. Customers en- 
ter store directly from the spa- 
cious, 400-car parking lot 





Well-stocked garden supplies de- 
partment also has mural with a 
slightly sunny motif which in 
turn has caused much comment 
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Home Decoration Center 


attracts those women customers 


ITH 30 percent of store space 

devoted to a home decoration 
center, W. R. Gaines, president of 
Gaines Hardware in Alexandria, 
Va., credits its success to well 
trained salesmen. 

“The first and most important 
step for a dealer trying to build 
a profitable volume in wallpaper 
and paint is to teach his salesmen 


By Beatrice Miller 


to know these products thorough- 
ly,” he states. “To gain satisfied 
customers, a salesman must know 


the right paint for each job, or 


what wallpaper is most suitable 
for a particular room. Only train- 


ing can give the salesman all the 
pertinent information he needs.” 

In training new salesmen to sell 
wallpaper and paint, Gaines Hard- 
ware places apprentices where 
they can dust the stock, listen to 
the requests of customers, and to 
the replies of sales specialists in 
home decoration, note where items 
are kept, and fill orders which 
come in. In wallpaper, they are 
taught the fundamentals of pape! 
selection in accordance with room 
type, furnishings, amount of light, 

(Continued on page 45) 


A sale is made when 
Owner Gaines capably 
assists lady in proper 
color selection. Above 
he trains new salesman 
in best arrangement of 
paint inventory. Lady at 
left selects wallpaper 
pattern at leisure in 
well-lighted, comfort- 
able section 





New officers of the wholesale association are, left to right, Carl Johnson, first vice-president; Joe Wood, retiring 


president; J. C. (Jack) Neely, 


president; 


secretary-treasurer 


A. J. Murray, second vice-president and Howard Weddington, 


Texas Wholesalers Meet 


jaw oF the Texas Whole- 


sale Hardware Assoeiation ad- 
journed their sixtieth annual con- 
vention in.Dallas in mid-June with 
the unanimous agreement that this 
had been the most successful two- 
day meeting, with the most inter- 
esting program, in the memory of 
many of the veteran members. 

This resulted from a new idea 
in procedure, an idea for which 
no one in particular gets credit, 
but an idea that gave everyone in 
attendance an opportunity to par- 
ticipate in discussions of whole- 
saler problems. 

The dates were June 15 and 16 
with the new Statler-Hilton hotel 
as headquarters, although only the 
morning of the second day was de- 
voted to wholesaler deliberations, 
as contrasted with the previous 
practice of two half-day meetings. 
As usual the wholesalers met in 
one joint session with the Texas 
Hardware Boosters Club, members 
of which are traditional hosts. 

This year wholesalers decided to 
hold one long Saturday morning 
session, instead of two short ses- 
sions Friday afternoon and Sat- 
urday morning, and to start this 
long session the entire member- 
ship breakfasted together. 

Thereafter — there being no ap- 
parent superstitions in this associ- 
ation — the membership was di- 
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vided into nine groups of 12, each 
at a large round table, and each 
group with a list of 13 points for 
discussion. 

Each group then selected from 
the list of 13, the points considered 
most significant and each group 
subsequently appointed a spokes- 
man. Each spokesman eventually 
had an opportunity to discuss any 
or all of the 13 points considered, 
or anything else the group might 
choose to have discussed, before 
the convention as a whole. 

This resulted in participation by 
the greatest percent of members in 
any meeting ever held by the as- 
sociation, according to reports, and 
members voted unanimously to 
continue this policy. 

Attendance totalled 110 — 108 
at the nine tables, plus the co- 
chairmen, Joe Wood, retiring pres- 
ident, of the Corpus Christi Hard- 
ware Co., and R. C. (Jack) Neely, 
president elect, of the Amarillo 
Hardware Co., Amarillo. 

During this session, too, the 
wholesalers heard from Frank 
Halla, of El Paso, and Ray Souder, 
of Dallas, president and executive 
director, respectively, of the Texas 
Hardware and Implement Associa- 
tion, and from R. B. Allen, of Can- 
yon, secretary of the Tri-State 
Hardware and Implement Associa- 
tion, which convenes annually in 


Amarillo for its meeting. 

In his appearance before the 
wholesalers, Halla emphasized the 
importance to retailers of the up- 
coming second annual Hardware 
Management Clinic. The premier 
of this clinic, conducted with such 
success at the University of Hous- 
ton last March, was jointly spon- 
sored by the retail and wholesale 
associations. The wholesalers voted 
unanimously to support the clinic 
energetically and to have a work- 
ing committee for the purpose of 
stimulating clinic attendance. 

Because of greatly increased 
membership acquired during the 
past five years, wholesalers now 
elect officers annually, instead of 
every two years, and this election 
resulted, as previously indicated, 
in the elevation of Neely from the 
post of first vice-president to pres- 
ident. 

Carl A. Johnson, second vice- 
president, of the Walter Tips Co., 
of Austin, is the new first vice- 
president and the new second vice- 
president is A. J. Murray, of the 
Momsen-Dunnegan-Ryan Co., El 
Paso. 

With Retiring President Joe 
Wood as chairman, the executive 
committee consists of the officers 
and Ganahl Walker, Jr., Builders 
Supply Co., San Antonio; Allan C. 
Johnston, Southern Supply Co., 
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Dallas; J. Mart Findlater, Find- 
later Hardware Co., San Angelo; 
Elmo R. Beard, Tyrrell Hardware 
Co., Beaumont. 

With a total convention registra- 
tion in excess of 600 — which ap- 
proached the all-time record at- 
tendance of a few years back — 
wholesalers, Boosters, ladies and 
guests, the Embassy room of the 
hotel was filled comfortably for 
the joint meeting of wholesalers 
and Boosters. Principal feature of 
this session was the inspirational 
address of Dr. Kenneth McFarland, 
of Topeka, Kan., who is an educa- 
tional consultant and lecturer for 
General Motors. 

Another standard practice un- 
derwent revision in the first day 
of the convention when the Texas 
Hardware Boosters held their 
twentieth annual meeting and 
election previous to the joint ses- 
sion, whereas, it regularly has fol- 
lowed this assembly. 

Confining themselves almost en- 
tirely to business concerning their 
annual meeting and relations with 
wholesalers, Boosters were asked 
to note that their committees have 
tightened restrictions on member- 
ship, with the result that less than 
half a dozen new members were 
accepted this year, compared with 
a record 45 accepted in the Fort 
Worth conventicn of 1955. 

Boosters were reminded also 
that their sole functions as dele- 
gates to the annual convention are 
to entertain wholesalers. This they 
did this year with a golf tourna- 
ment at a Dallas country club, a 
tea and style show for ladies and 


Paul H. Speaker, center, is being congratulated on being the first Texas 
hardware wholesaler in history to be made an honorary member of the 
Texas Hardware Boosters Club. He was the only man at the convention of 
the two organizations to wear two badges. Speaker is a past president of 
the Booster Club, but recently joined Huey and Philp of Dalias as sales 
manager. At left is Ray Siack, builders hardware buyer for Huey and Philp 
while on the right is Ed Luther, True Temper representative and past 
president of the Boosters 


a cocktail party and dinner on both 
convention nights. 

In their election the Boosters 
likewise followed custom and ad- 
vanced incumbent officers. 

John During, manufacturers’ 
representative of Dallas, moved up 
from first vice-president to presi- 
dent, succeeding Joe Torbron, also 
of Dallas, of the Lamson and Ses- 
sions Co. 

Clyde Holley, of Dallas, repre- 
senting the Atkins Saw Division, 


Boosters Club Officers 


Officers of the Boosters Club, left to right, front row: Hubert Groves, 
second vice-president; Joe Torbron, retiring president; John During, presi- 
dent; Clyde Holley, first vice-president. Back row: Executive Committee- 
men C. A. Goldstrohm, Ray Young, Frank Jordan; Howard Weddington, 
secretary-treasurer, and William Hoofstitier, executive committee 
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advanced from second to first vice- 
president and the new second vice- 
president is Hubert Groves, Hous- 
ton, Fayette R. Plumb, Inc. 

The executive committee in- 
cludes three holdovers. They are 
Frank Jordan, of Dallas, advanced 
from member to chairman, rep- 
resenting the Lufkin Rule Co.; 
William Hoofstitler, Dallas, Mans- 
field Tire and Rubber Co.; C. A. 
Goldstrohm, Houston, American 
Chain Co. The fourth and new 
member is Ray Young, Houston, of 
Peterson and Lowe 

Retiring President Joe Torbron 
heads the advisory board, which 
includes two other past presidents: 
Warren F. Ward, Dallas, Clemson 
Brothers Co., and Charles F. Lan- 
ter, Fort Worth, Colorado Fuel and 
Iron Co 

Two other holdover 
are Barron Seiferd, Memphis, 
Tenn., Seiferd Sales Co., and Ed 
Farrar, Dallas, manufacturers’ rep- 
resentative. Two new members are 
Rob-Ell Cox, Dallas, of Sheffield 
Clark and Co., and George C. Bar- 
ton, Memphis, Tenn., O. Ames Co 

Howard Weddington, with of- 
fices in Dallas, continues as secre- 
tary-treasurer for both groups 

Wholesalers previously had se- 
lected Galveston for their 1958 
convention, with the dates June 12 
through 14, and this year they set- 
tled on San Antonio for the 1957 
convention. The dates are June 13 


members 


through 15 
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How Wendell sells $25,000 worth of 








Owner D. J. Rod checks his window display of water systems. Although 
this is a regular display, it is kept fresh and inviting to farmers 


| BUILDING a profitable volume 
on water systems, a basic re- 


quirement is a well equipped 
service department which can han- 
dle installations and can follow up 
all installations with proper serv- 
ice, according to the experience of 
Wendel Hardware & Implements, 
El Campo, Texas. 

“Our company sells about $25,000 
worth of water systems annually, 
at a profit above the average for 
the hardware and implement busi- 
ness,” D. J. Rod, store manager, 
stated. 

The company stocked a few 
water systems as early as 1941, 
when the store opened. During 
World War II, the water system 
business mushroomed into im- 
portance and it has been growing 
steadily each year since. 
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Sales stem from two general 
sources—from local well-drillers, 
who work closely with the com- 
pany; and through outside sales- 
men and service men, who cal! on 
farmers periodically in an effort to 
sell farm machinery as well as 
water systems. 

Well-drillers are _ excellent 
sources of leads, Rod confides. By 
working closely with the well men, 
the company has convinced them 
that it is more profitable to them 
in the long run to work with the 
company instead of stocking water 
systems themselves and thereby 
obligating themselves to service 
the systems later. 

“We have convinced most drill- 
ers in the area that their job is to 
drill wells, ours to equip them,” 
Rod states. “A driller must involve 


Water 
Systems 


By Ruel McDaniel 


considerable money if he is to 
stock a variety of pumps to fill the 
needs of all his customers. Then 
when he divides his interests be- 
tween drilling wells and servicing 
the systems, he takes on extra ob- 
ligations and difficulties that may 
distract from his basic job of drill- 
ing wells. Most of them agree with 
us in this theory.” 

The company has four combina- 
tion sales-service men who handle 
the bulk of the water system sell- 
ing and servicing. However, actual- 
ly there are seven men in the or- 
ganization, Rod emphasizes, who 
can sell a system intelligently and 
then service it if necessary. 

“‘We may seem to stress service 
unduly,” he continued, “but if we 
do it’s due to the fact that we have 
found that service is the key to 
volume in the water systems busi- 
ness. If our service is no more re- 
liable than that provided by well- 
drillers or mail-order houses, then 
we have comparatively little sales 
argument for a farmer to buy our 
systems. On the other hand, when 
we have a service force so efficient 
that we can get a customer out of 
trouble in a matter of hours, we do 
have a sales advantage and it does 
not take farmers and ranchers long 
to recognize this advantage—to 
them as well as to us.” 

The company handles four first- 
line water pumps for domestic 
systems, but it emphasizes one 
major line. It also handles and sells 
submersible pumps and has been 
able to service them in spite of 
past difficulties. 

(Continued on page 47) 


SOUTHERN HARDWARE for JULY, 1956 





Vern Parker uses revolving dis- 
play, right, to sell $15,000 worth 
of bolts annually. He discusses 
with customer, left, the conven- 
ience of the price tags. Mrs. 
Parker, below, demonstrates an 
action display for water systems 
which remains intact throughout 
the year. At right, below, she 
points out the cutlery display 
which price-marking has made 
particularly profitable 


By S. W. Ellis 


CTION DISPLAYS and items clear- 

ly price-marked are moving 
items rapidly which in turn, has 
helped build a large yearly volume 
for Parker Hardware & Appliance 
Co., Helena, Arkansas. 

Although he does not operate a 
self-service store. Owner Vern 
Parker has made it easy for the 
customer to help wait on himself 
when no sales person is immediate- 
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move merchandise faster 


ly available. Fast-turning items 
that many dealers find difficult to 
display are brought out in the o- 
pen here, price-marked 
and arranged so that the customer. 
at a glance, can select the item he 
wants. 

The profitable bolt department 
which adds $15,000 yearly to vol- 
ume is a good example of this 
When Parker first sensed the need 
for a really complete selection of 
bolts in his territory, ne equipped 
himself to supply that Be- 
sides selling bolts up to 24 inches 
long, he stocks threaded rods 36 
inches long. The customer may 
take these as they come, or Park- 
er cuts and rethreads them 

In this prosperous delta country, 
where many planters need bolts 
regularly for trucks and machin- 
ery, Parker has become known as 
a bolt specialist. He therefore does 
not hide his bolts in a dark cor- 
ner. The bins are not given dis- 
play, but the revolving tiered rack 
for bolts is placed in a choice, well- 
lighted part of the store. Labels 
stating the kind and size of the 
bolts and the price are on each 
section. 

“A lot 
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Pipe fittings are given a choice display spot among repair items com- 
monly used in the home. Here, Mr. and Mrs. Parker arrange display 


revolving display and pick out 
what he wants. 

“IT also have a standing offer to 
take back a bolt of the wrong size. 
It’s troublesome, especially on 
small sales, but it pays in the end. 
With my $5,000 bolt stock turn- 
ing three times a year, I have no 
cause to complain about giving ex- 
tra service.” 

Occasionally a customer asks for 
a bolt that cannot be supplied. 
When this happens, Parker enters 
the order in his want book. 

Pipe fittings and electrical sup- 
plies come next to bolts from the 
standpoint of fast turnover and 
profits. Pipe fittings are always 
given one choice display spot a- 
mong repair items commonly used 
in the home, such as faucet repair 
parts, chimney sweep compound, 
putty, etc. 

While the bolt rack has action, 
the “alive” quality that Parker 
likes his displays to have must be 
achieved with price marks for 
pipe fittings and electrical sup- 
plies. 

“Price is important to the per- 
son doing his own repairs,” Parker 
said. “A plain price mark, even 
when it does not indicate a ‘bar- 
gain’ or sale price, is interesting 
to the customer.” 

The excellent display of cutlery 
proves this. When Mrs. Parker 
was asked to point out the one dis- 
play that moved items fastest in 
the store, she passed by an attrac- 
tive array of housewares to pause 
at the cutlery case, showing pock- 
et and hunting knives, clippers, 
scissors, and kitchen knives. 

“Our yearly volume on these 
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mounts into the thousands,” she 
said. “No matter what the season 
is, you'll find this display right up 
front, where the customer can see 
it when he or she comes in or when 
leaving. No sales person is needed 
to stand at the customer’s side 
while he looks at the display and 
reads the clear price marks.” 
Water Systems Display 

Near the cutlery is another ac- 
tion display that remains intact 
every month in the vear — an elec- 
trical water system, with running 
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water. When a sales person is not 
immediately available, the pros- 
pect can try the water tap him- 
self. Then he can pick up one of 
the folders describing the water 
system and read about it. The price 
is clearly visible 

Because of this continuous action 
display of the water system, and 
the effort made to induce prospects 
to try it for themselves, no out- 
side salesmen are used to sell the 
water systems. They practically 
sell themselves, adding to yearly 
volume without additional sales 
expense. 

Rural mail boxes, name plates, 
and wrought iron decorations are 
made to sell themselves :n a strik- 
ing display just across from the 
water systems. The prospect, at- 
tracted by the display that mounts 
a post, can take his time making 
a selection of the wrought iron 
stage coaches, animals, and other 
decorations, knowing immediately 
what the cost will be. The price 
mark is clearly visible 

Parker and his wife rely upon 
action displays and good price tags 
because they’re running the sort 
of hardware store that they par- 
ticularly liked during the years 
when Parker was a post office 
employee. 

About 10 years ago, when he 
became aware that the town did 
not have a real hardware store, 
he decided to go into business for 
himself. With the aid of distrib- 

(Continued on page 47) 


As customers enter the store, they are attracted to the display of mail 

boxes, names and house numbers near the door, above left. Another dis- 

play where prices have speeded up sales is the revolving nail bin, right. 
Paper bags hang nearby. Here, Mrs. Parker fills an order 
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New building has ample parking crea both at front and rear 


Rome Hardware s New Home 


ROME HARDWARE Co., wholesalers with head- 
cuarters in that Georgia city, celebrated its 70th 
year of operation with the formal opening in late 
May of new warehouse and office facilities. Open 
rouse for customers and friends of the company 
was held on May 28 and 29 

The attractive brick building, a one-story struc- 
ture, contains 35,000 square feet of space which, in 
addition to warehouse area, includes an air-condi- 
tioned office and a display room 

A 100-foot long loading dock provides space for 
at least 8 trucks, while parking space is available 
at both front and rear of the new building 

The company presently covers Northwest Geor- 
cia, East Alabama and South Tennessee, traveling 
six regular line salesmen and two specialty sales 
men, 


Company officers inspect a dis- 
play in the carefully designed 
sample room. Left to right: Ber- 
nord N. Neal, secretary; M. C. 
White, executive vice-president 
and general manager; W. C. Mc- 
Coll, treasurer; and H. M. 
McKenzie, vice-president. Mrs. 
Thomas R. Frazer is president 


Modern sample room makes wide- 
spread use of unique peg board 
display fixtures. Set on casters, 
fixtures can be easily re-ar- 
ranged. Pegboard is used also 
for wall display of housewares 
products. Wide aisles plus easy 
accessibility of all products, in 
turn, makes “shopping™ easy for 
dealer customers 
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Available free to readers. Circle the numbers of 


= items wanted on the return post card, page 52 


Nails Data. A free pocket-size 
handbook containing factual informa- 
tion and specifications for the new 
line of Stormguard nails is available. 
The handbook is printed in two 
colors with illustrations and reference 
data. A two-page chart gives specific 
data on the sizes and quantity of 
nails to use for various types of roof- 
ing, siding and trim as recommended 
by leading trade associations. Manu- 
factured in 85 different styles and 
sizes, the Stormguard nails are 
rendered rust-resistant by a special 
double-dipping in molten zinc. W. H. 
Maze Co., 400 Church Blvd., Peru, Il. 

Circle No. 116 on coupon, pg. 52 


Garden Chemicals. “How to Make 
More Profits on Garden Chemicals” is 
the theme of a new 16-page sales bro- 
chure. It contains suggestions for in- 
creasing sales of spray materials and 
describes and illustrates the im- 
portant features of Hayes garden 
hose sprayers. Hayes Spray Gun Co., 
98 N. San Gabriel Blvd., Pasadena 8, 
Calif. 

Circle No. 117 on coupon, pg. 52 


Water Systems. A new Burks Water 
Systems catalog designed with sepa- 
rate sections for dealer helps in sell- 
ing, specifying and job-planning is 
now available. Besides the inside 
story of pump features, each section 
gives general information about ca- 
pacities, depths, etc., and shows 
typical installations. The Price List 
and Specification Book gives prices 
and includes performance tables, 
identification pictures, dimensions 
and complete accessory listings. All 
five of the separate sections fit into 
pockets inside the colorfully printed 
cover. The cover gives general job- 
figuring and planning information. 
Cellophane laminated over the print- 
ing increases the durability of the 
cover and protects it from dirt and 
grease. Decatur Pump Co., Decatur, 
Til. 

Circle No. 118 om coupon, pg. 52 


Sprayer and Duster Line. A new 
Hudson Sprayer and Duster Catalog 
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(No. 501) shows and describes com- 
pletely the company’s line of hand- 
and power-operated sprayers and 
dusters, and introduces the new 
Matador Power Sprayer line with 
tank capacities from 15 to 250 gal- 
lons. Types of sprayers include com- 
pression, knapsack, Hydra - Gun, 
Trombone, bucket and barrel spray- 
pumps, wheelbarrow, electric, hand- 
and power-operated. Duster models 
include rotary, knapsack, traction, 
electric and hand types. Accessories 
and service parts are included also. 
H. D. Hudson Manufacturing Co., 
589 East Illinois St., Chicago 11, Il. 
Circle No. 119 on coupon, pg. 52 


Septic Tank Care. A new, free 
eight-page illustrated booklet en- 
titled, “The Story of Willie Bacteria, 
or How to Take Care of Your Septic 
Tank or Cesspool” is now available. 
Educational Division, The FX-Lab 
Co., 4 Hill St., Newark 2, N. J. 

Circle No. 120 on coupon, pg. 52 


Hack Saw Blades. A new catalog 
page is available covering the Griffin 
line of Hand Hack Saw Blades, Cop- 
ing Saw Blades, Jig Saw Blades and 
Scroll Saw Blades. G. W. Griffin Co., 
Franklin, N. H. 

Circle No. 121 on coupon, pg. 52 


Fishing Tackle. The new Pflueger 
Trade Catalog No. 92 is 8% x 11 
inches and has 76 pages. Among the 
several new items described are two 
new spinning reels — the Freespeed 
for fresh water at $14.95 and the Sea 
Star for salt water and fresh water 
trolling at $29.95; also two new 
models of casting reels for monofila- 
ment line; the complete line of new 
Pflueger rods; numerous new spin- 
ning lures and new self-merchandiser 
packages on hooks and sinkers. En- 
terprise Manufacturing Co., Akron, 
Ohio. 

Circle No. 122 on coupon, pg. 52 


Hardware Assortments. Free illus- 
trated catalog-price list circulars, 
featuring the newest “Select-A-Pak” 
hardware assortments, are available. 
Each assortment, made up of cabinet 


hardware, forged iron hardware or 
shelf hardware items, is described on 
a separate sheet. Also included are 
illustrations and information on the 
free “Select-A-Pak” display boards, 
panels and layouts pertaining to the 
specific assortment, and which are de- 
signed to fit present dealer fixtures 
Space is allowed for wholesaler im- 
print. Circulars are 84% x 11 inches in 
size and printed in two colors. They 
may be used with “Select-A-Pak” 
Catalog No. 256 which contains open 
stock hardware items. National Lock 
Co., Rockford, Ill. 
Circle No. 123 on coupon, pg. 52 


Fishing Hints. A 4-booklet series 
containing fishing tips and tackle 
recommendations is now available 
to dealers for over-the-counter mer- 
chandising. The booklets are 2-color, 
have from 16 to 24 pages, and may be 
carried in a coat pocket or kept in a 
tackle box. They contain many illus 
trations and diagrams for quick 
mastery of proper techniques. Shake- 
speare Co., Kalamazoo, Mich. 

Circle No. 124 on coupon, pg. 52 


Store Displays. Each type of dis 
play item from ticket holders to com 
plete display units is fully illustrated 
and described in a new catalog. The 
catalog contains much information on 
display assembly and modern store 
engineering. Reeve Co., 9249 East 
Bermudez St., Rivera, Calif. 

Circle No. 125 on coupon, pg. 52 


Oilers and Cans. A catalog illus- 
trating and describing the company’s 
entire line of oilers, safety cans, and 
oil and gasoline containers is avail- 
able in two forms, No. 55 General 
Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 

Circle No. 126 on coupon, pg. 52 


Hinges. “Hinges for Light Construc- 
tion” is the title of a new four-page 
catalog that describes and illustrates 
a representative variety of the hinges 
available for such light construction 
as residences, motels, stores, etc. The 

(Continued on page 42) 


SOUTHERN HARDWARE for JULY, 1956 








DIAMOND. 


SUPER RINGER 
The Choice of Champions 


Drop forged from special carbon steel, heat-treated to pro- 
vide the best dead falling qualities. Designed to catch the 
stake with the least possible chance of bouncing or sliding 
off. Perfectly balanced for easy control. Finished in bronze 
and silver. Weight each, 2 Ibs., 8 oz. Ask your wholesaler 
about the full line of Diamond Pitching Shoes and Acces- 


sories. 


NEW CONVENIENT PACKAGING 


Each pair boxed, brightly labeled and snugly packed, 6 pair “A” shoes 


and 6 pair “B" Shoes in a labeled corrugated carton of the most 


convenient size and weight for handling, warehousing, reshipping and 


for the retail stock room. 


DIAMOND CALK 
HOleeshoe Cr 
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You have until August 15, 
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Dealers. 
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new literature presents such features 
as Oilite bearings, non-rising pins and 
the new non-mortise hinge. Also de- 
scribed and illustrated are items of 
forged iron builders and cabinet hard- 
ware, in addition to such accessories 
as forged iron mail boxes, foot 
scrapers and letter slots. McKinney 
Manufacturing Co., 1715 Liverpool 
St., Pittsburgh 33, Pa. 
Circle No. 127 on coupon, pg. 52 


Industrial Fasteners. A new 44- 
page condensed catalog covering the 
company’s line of bolts, nuts, rivets, 
screws and other industrial fasteners 
is available. The catalog is 54% x 9 
inches and contains illustrations, 
sizes, packaging information and 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill- 
dale, Conn. 

Circle No. 128 on coupon, pg. 52 


Cordage Projects. To stimulate 
sales of clothesline and sash cord, un- 
usual uses for cordage are described 
in pamphlets devoted to various 
Leisure Time Projects. Current titles 
available are “Stair Rail Lacing,” 
“Spring Cleaning,” “Playtime Equip- 
ment,” “Fences-Trellises,” “Work- 
shop Wisdom,” “Children’s Games” 
and “Camping Companion.” The kit 
consists of a yellow and black-green 
“take one” display with three pockets 
for the leaflets. It is equipped with 
easel back and with punched hole 
for counter or hang-up display. The 
kit includes other merchandising aids. 
The entire cost of the project is borne 
by the company. Puritan Cordage 
Mills, Inc., 1205 East Washington St., 
Louisville, Ky. 

Circle No. 129 on coupon, pg. 52 


Door Hardware. A booklet illustrat- 
ing door hardware items contains 
compact technical information and 
provides answers to customers “most 
asked” questions. The 12-page book- 
let, #A-91 Lumberman’s Catalog, is 
in color. Richards-Wilcox Manufac- 
turing Co., Aurora, III. 

Circle No. 130 on coupon, pg. 52 


Clamps. Much text material on se- 
lection, care and use of Jorgensen 
and Pony Clamps in addition to 
regular catalog material appears in a 
32-page catalog. The catalog is in 
color and covers “C” clamps, clamp 
fixtures, bar clamps, handscrews, 
press screws, etc. Condensed catalogs 
and pages for house and salesmen’s 
use are also available. Adjustable 
Clamp Co., 437 No. Ashland Ave., 
Chicago 22, Ill. 

Circle No. 131 on coupon, pg. 52 


Fishing Equipment. Weber’s 1956 
68-page catalog No. 32 contains 82 
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(Continued from page 40) 


new items in addition to the variety 
of fishing tackle regularly listed. The 
new offerings are separately indexed 
for quick appraisal. Foremost among 
them is the complete line of Weber 
Dylite plastic poppers, illustrated in 
full natural colors on a four-page 
lithographed insert. The four-color 
lithographed cover features the new 
three-tier revolving display rack. The 
free Moviegram fly casting instruc- 
tion booklets in a counter display are 
available to dealers every year and 
are illustrated and described in the 
catalog. The Weber Lifelike Fly Co., 
Stevens Point, Wis. 
Circle No. 132 on coupon, pg. 52 


Rotary and Reel Mowers. A 2- 
color enclosure which folds to 334 x 7 
inches covers the full line of Mow- 
Master rotary and Mowamatic reel 
type power mowers. This is available 
from distributors as Form P-23A. A 
4-page catalog sheet covers the full 
line of mowers, is in three colors, and 
includes detailed specifications and 
weights for each model. Form P- 
25. Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis. 

Circle No. 133 on coupon, pg. 52 


Power Tools. Seven single sheet 
catalog pages illustrate, describe and 
give specifications on each of the 
three Wen “Quick-Hot” Electronic 
Soldering Guns, three Electric Sand- 
er-Polishers and the new Rotary Mo- 
tor Electric Power Saw. The sheets 
are 8% x 11 inches or 11 x 11 inches 
and are printed in two and three 
colors. Wen Products, Inc., Chicago 
31, Il. 

Circle No. 134 on coupon, pg. 52 


Water Heaters. Five specification 
sheets, in color, feature electric and 
gas water heaters. These contain il- 
lustrated descriptive material, includ- 
ing detailed roughing-in dimensions. 
W. L. Jackson Manufacturing Co., 
Inc., 1216 E. 40th St., Chattanooga, 
Tenn. 

Circle No. 135 on coupon, pg. 52 


Gasoline Engine Tools. A 63-page 
catalog, describing and illustrating 
the company’s complete line of port- 
able gasoline engine tools, is avail- 
able upon request. Data and full de- 
tails are given on the “MG” chain 
saws, generators, land clearance saws, 
etc. Also, information on electric and 
pneumatic chain saws is included in 
the catalog Number 32. Mall Tool Co., 
7725 South Chicago Ave., Chicago 19, 
Il. 

Circle No. 136 on coupon, pg. 52 


Garden Hose. Catalog sheets give 
full information on Biltrite 10-star, 
8-star and 5-star Garden Hose, as 


well as Biltrite Triple-Tube Flexible 
Sprinklers. The sheets are in color 
and well-illustrated. American Bilt- 
rite Rubber Co., Inc., 22 Willow 5St., 
Chelsea 50, Mass. 

Circle No. 137 on coupon, pg. 52 


Aluminum Reflective Insulation. A 
4-page, 84% x 11-inch, 3-colored bro- 
chure has been issued to describe the 
advantages of Reynolds Aluminum 
Reflective Insulation — paper cov- 
ered with aluminum foil on one side 
(Type B) or both sides (Type C). Ap- 
plication instructions are included in 
the brochure plus facts concerning 
the economy of the product and 
where it can be used best. Request 
Form BP 315 F. Reynolds Metals Co., 
2500 So. Third St., Louisville, Ky. 

Circle No. 138 on coupon, pg. 52 


Tapes and Tape Rules. Colorful cat- 
alog pages cover the company’s com- 
plete line of hardware items which 
includes all types of steel measuring 
tapes and tape rules from 3- to 100- 
feet, and augmented by woven tapes, 
plumb bobs and hand levels. The 
pages are illustrated and give out- 
standing features of each item, plus 
packaging information, weight, 
prices, etc. Keuffel & Esser Co., 
Adams and Third Sts., Hoboken, N. J. 

Circle No. 139 on coupon, pg. 52 


Home Insulation. An _ illustrated 
pamphlet showing the step-by-step 
installation of reflective faced L.O.F. 
Glass Fibers Home Insulation in ceil- 
ings and walls, together with simple 
instructions, has been released by the 
company. It contains information on 
how the insulation should provide 
protection at little cost and where to 
use it for a cooler house in summer 
and a warmer house in winter. L.O.F. 
Glass Fibers Co., Toledo 1, Ohio. 

Circle No. 140 on coupon, pg. 52 


Chains. A catalog sheet, in color, 
which describes the advantages of the 
new “Measure-Mark” chain, is avail- 
able. The chain is marked every five 
feet for exact measurement and is 
color-coded for instant identification 
of chain grade. The catalog sheet il- 
lustrates the different type chains 
and spotlights the color marking. De- 
tailed information and specification 
charts are given also. Campbell! Chain 
Co., York, Pa. 

Circle No. 141 on coupon, pg. 52 


Welded Chain. Over 25 different 
types of welded chain and chain as- 
semblies, plus a complete line of ac- 
cessories, are described and _ illus- 
trated in a new 62-page, two-color 
catalog. Specifications are the latest. 
Types of welded chain listed include 
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Proof Coil, BBB, Republic Alloy, 
High Test, and a variety of other 
standard and special chain types. The 
first seven pages of the book form a 
general information section on welded 
chain, with important points on its 
care and maintenance. Detailed sug- 
gestions for correctly measuring and 
ordering chain are included in the 
section also. Various tables in the 
back of the catalog help make it a 
complete chain reference book. Re- 
public Steel Corp., 3100 East 45th St., 
Cleveland 27, Ohio. 
Circle No. 142 on coupon, pg. 52 


Fishing Tackle. The colorful 1956 
Trade Catalog presents a number of 
new items in every category in the . A 
South Bend fishing tackle line. In ; ; = 
addition to new items such as two 2 a these handsome 
Hollow Glass Casting-Spinning Rods, ‘ = S 
gift assortments receive special atten- a - 
tion. Also, one page is devoted to il- — ’ i} _ sample cards 
lustrations and descriptions of the a - ao : P 
free sales aids offered by the com- : . will help you sell 
pany. An alphabetical index is placed ~ 
at the front of the catalog while a i i 
general index by style numbers ap- a more seine twine 
pears at the back. South Bend Tackle 
Co., Inc., 1108 South High St., South 
Bend 23, Ind. 


Circle No. 143 on coupon, pg. 52 Just hang these cards where 


your customers can see 


er Catalog, listing new prices which 
were effective April 2, 1956, for 
Pyrex consumer ware is available. . oe % Thread Co., Inc. has a com- 
The bulletin, CF-71, covers retail = ery 

prices on Pyrex brand flameware, ‘ . 
ovenware, bakingware, dinnerware, —_! r for your every need. 
nursing units, measures and tum- “3 

blers. Consumer Products Division, 
Corning Glass Works, Corning, N. Y. c O 

Circle No. 144 on coupon, pg. 52 : rn, 
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sales go up! The Linen 


plete line of seine twines 


Window Glass. A 12-page catalog 
entitled “Sales Aids for 1955-56” is 
offered. The catalog illustrates and 
briefly describes the various mer- 
chandising helps for dealers. Libbey- 
Owens-Ford Glass Co., 603 Madison 
Ave., Toledo 3, Ohio. 

Circle No. 145 on coupon, pg. 52 


EIing T Wine 


your cards 


Deming Sales Aids. A new 8-page, 
4-color bulletin illustrates the com- 
plete line of sales aids and materials 
available to Deming pump dealers Y 
and distributors. The bulletin shows They’‘re absolutely 
and describes Deming direct mail 
pieces; letterheads; mailing cards; 
broadsides; leaflets; booklets; blot- eee 
ters; window cards and streamers; 


satin banners; clocks; tacker, bracket 

and road signs; identification labels; 

decalcomanias and displays. The 

company furnishes all mailing pieces 

free and pays postage on the first 200 

used by a dealer. Most other ma- QU A L | T Yy S F | N f T W | N ES 


terials are also free. Remaining pieces 

are furnished at cost. The Deming 

Co.. Salem. Ohio THE LINEN THREAD CO.,INC. + 418 Grand Street, Paterson 1, N. J. 
Circle No. 146 on coupon. pg- 52 . 60 East 42nd St. New York 17, N.Y . 140 Federal! St.. Boston 10. Moss 

Lomberd & Colvert Sts., Bolt. 3, Md. « 105 Maplewood Ave., Gloucester, Moss 


ower Service. “Here’s How To 
M 158 W. Hubbord St., Chi. 10, Ill. « 116 New Montgomery St., Son Fron. 5, Colif 


Make Business In Your Clinton Serv- 
(Continued on page 44) 
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ice-Center BOOM!” is a 24-page 
booklet that explains and illustrates 
24 successful steps that lead to in- 
creased sales. The booklet puts the 
store owner in the shoes of his cus- 
tomer during a 30-minute step by 
step tour of the business. Customer 
relations, special demonstrations, 
open houses and other promotion 
plans are discussed and illustrated 
Also included are examples of classi- 
fied ads, suggestions on giveaway 
literature and direct mail pieces, and 
examples of window displays and 
product booth displays at local fairs 
Clinton Machine Co., Maquoketa 
Iowa and Clinton, Mich. 
Circle No. 147 on coupon, pg. 52 


1956 Tackle Lineup. A compre- 
hensive presentation of the complete 
line of Shakespeare tackle for 1956 
appears in the new catalog which 
supplants the 1956 illustrated price 
list. A full-color cover features the 
new store spin reel demonstrator and 
the back cover pictures in accurate 
detail the color styling and trim 
which is being used on the different 
price ranges of glass fiber Wonderods 
for 1956. The inside 40 pages are 
printed in green, black, gray and 
white with feature pages on some of 
the company’s newest tackle items. In 
addition to the lineup of rods, reels, 
and lines for every kind of fishing, a 
section is devoted to miscellaneous 


service items and supplies. Shake- 
speare Co., Kalamazoo, Mich. 
Circle No. 148 on coupon, pg. 52 


Hand Tools. Described as a guide, 
ready reference and sales builder, the 
1956 Vaco Catalog contains 40 multi- 
colored pages, is 84 x 11 inches, 
Kalamazoo punched for convenient 
binding into any holder, and has an 
8-color cover of heavy coated stock 
to withstand continuous usage. Illus- 
trations and diagrams supplement the 
practical information given on screw- 
drivers, nut drivers, pliers, wood chis- 
els, etc. An entire 6-page section is 
devoted to the Vari-board merchan- 
dising displays. Vaco Products Co., 
317 E. Ontario St., Chicago 11, II. 

Circle No. 149 on coupon, pg. 52 


Sporting Goods. The 1956 D & M 
Spring and Summer catalog features 
38 pages of baseball, softball, tennis 
and badminton equipment. It also 
contains a number of photographs 
showing the manufacture and use of 
athletic equipment. Four full pages of 
youth baseball equipment includes of- 
ficial “Little League,” “Pony,” and 
“Babe Ruth League” baseballs. Copy 
of the catalog and dealer confidential 
price list may be obtained from the 
company. Draper-Maynard Co., 4861 
Spring Grove Ave., Cincinnati 32, 
Ohio. 

Circle No. 150 on coupon, pg. 52 


Home Locks. New “color-accent” 
locks are introduced in a full-color, 
12-page “Lock Fashions” brochure. 
The brochure shows the open-back 
Continental and Manhattan designs, 
and illustrates possible background 
paint colors, fabrics and wallpapers. 
Locks for every purpose throughout 
the home are shown and proper selec- 
tion and placement are fully covered, 
along with helpful hints on lock 
styling and finishes. Schlage Lock 
Co., 2201 Bayshore Blvd., San Fran- 
cisco, Calif. 

Circle No. 151 on coupon, pg. 52 


Sprayers and Dusters. Available on 
request is a catalog covering the 
company’s complete line of hand, 
continuous, compressed air knapsack, 
bucket, wheelbarrow and barrel 
sprayers. The catalog also covers hand 
and crank powder insecticide dusters. 
A circular on the Indian Fire Pump, 
a portable, back-pack type fire ex- 
tinguisher, is offered also. D. B. Smith 
& Co., 428 Main St., Utica, N. Y. 

Circle No. 152 on coupon, pg. 52 


Toys and Croquet Sets. Doll car- 
riages, strollers, juvenile furniture, 
and croquet sets are illustrated and 
described in “South Bend Toys,” a 
16-page catalog. “Announcing 1956 
Croquet” is a new illustrated bro- 
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NAILS AND STAPLES 





STEEL FENCE POSTS 


PACK YOUR THINGS ! 
WE'RE MOVING 








BARBED WIRE BALE TIES 
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chure which describes the special 
features of 13 models of Croquet Sets. 
South Bend Toy Manufacturing Co., 
South Bend, Ind. 

Circle No, 153 on coupon, pg. 52 


Fishing Lines. “Lines with a Pur- 
pose” is the title of the 1956 Sunset 
catalog. Specialized lines are featured 
in sections devoted to the type of 
fishing for which the lines were de- 
signed. New additions in this year’s 
catalog are the company’s marked 
lines for indicating trolling depth and 
casting distances, and its new Stream 
King and Floater shooting heads. 
Sunset Line & Twine Co., Florence, 
Ala. 

Circle No. 154 on coupon, pg. 52 


Insect Wire Screening. A revised 
edition of the brochure “Selling In- 
sect Wire Screening at Retail” is 
available. The growth and importance 
of aluminum insect wire screening, 
which was not a commercially stand- 
ard item when the earlier editions 
were printed, is emphasized in the 
revised text. Insect Wire Screening 
Bureau, 75 West St., New York 6, 
a a 

Circle No. 155 on coupon, pg. 52 





For information on 
DEALER SALES AIDS 
see page 51 











Plumbing Supplies 
(Continued from page 29) 
patterns also are available. 

The store has a budget pay sys- 
tem for the do-it-yourself custom- 
er. It works with customers in ar- 
ranging FHA financing on large 
home improvement jobs. 

In connection with home im- 
provements, the store sells much 
wire fencing, including broken 
rolls. Its willingness to cut rolls— 
many stores do not cut rolls— 
makes it a popular stop for back- 
yard and poultry wire fencing cus- 
tomers. 

On the store’s recent 35th an- 
niversary, it celebrated simul- 
taneously its increased floor space 
and modernization. The original 
space was 21 by 75 feet. The store 
added 31 by 75 feet and remodeled 
throughout. Drawings for attend- 
ance prizes highlighted the week- 
long observance. 

While the men in the business 
took pride in showing off paint, 
builders hardware, tool and 
plumbing supplies to friends, Mrs. 
Charles H. Church was holding 
“open house” in the enlarged, eye- 
catching housewares department, 

Sharing the family pleasure 


was another son, Eugene Church, 
who was part of the store for a 
number of years before going into 
the hardware business on his own 
recently. His store is Gene Church 
Hardware, on South Lauderdale, 
also in the South Memphis he 
knows so well. 

The three Church brothers all 
“cut our teeth on nails and grew 
up in the store,” they'll tell you 
with big grins. 

They may be in old neighbor- 
hoods, but they are full of modern 
ideas. 

v 


Home Decoration Center 
Attracts Those Women 


(Continued from page 33) 


other colors in the room, person- 
ality and preferences of the cus- 
tomer. 

Along with this the salesmen are 
taught prices, what papers are a- 
vailable, what can be returned 
with credit, etc. Gaines places in 
the hands of an apprentice an ex- 
cellent manual, “The Power of 
Paint,” which he believes is a fine 
beginning to the study of applied 
color. Supplier literature is turned 
over to apprentices for their study 








HE'S PUTTING BETHLEHEM 
FENCE AROUND THE 
CABBAGE PATCH ! 


aan 


Pitt 








CLOTHES 
LINE 


AUTOMATIC 
BALING WIRE 


a 








SOUTHERN HARDWARE for JULY, 1956 


Advertisements 


like this, appearing 


regularly in regional farm papers, are 


catching the attention of your prospects. 





of what the products can do. 
Schools held by suppliers are at- 
tended by salesmen who prove to 
be especially adept in a particular 
field. Gaines Hardware caters to 
the practice of having specialists 
in various sections of the store. 
These specialists are able to do a 
more competent job of selling, ac- 
cording to Gaines. 

The wallpaper department is e- 
quipped with three modern style 
tables and chairs on which sample 
wallpaper books are placed. A 
cabinet of open shelves holds ad- 
ditional books of samples. Located 
against the plate glass display 
window for. maximum:.light,.° the 
wallpaper department covers 250 
square feet of the store. 

“We do not stock wallpaper due 
to change of paper, discontinua- 
tion of a pattern, difficulty of get- 
ting identical pattern, etc. Our 
nearness to Washington means that 
we can get any paper from our 
wholesalers within a day and so 
there is little need for stocking 
it,” Gaines stated. “About 80 per- 
cent of our wallpaper volume goes 
to the retail trade with only 20 
percent to the contractor and 
painter. 

“We try to give the customer 


every assistance we can that will 
bring him satisfaction and save 
him money. When we inquire a- 
bout the size of a room to be pa- 
pered, and learn a small room is 
to be redone, we caution the cus- 
tomer against a large patterned 
paper which tends to make a 
room look smaller. Also, a large 
pattern is more difficult to match 
up on the wall with an adjoining 
strip, and so it is costlier and 
somewhat wasteful. 

“Since wallpaper selection may 
consume a good deal of a sales- 
man’s time, especially since wall- 
papers are not cataiogued for 
quick reference, we: place’ a .cus- 
tomer at a table with two or three 
sample books to get an idea of 
her needs,” Gaines explained. 
“This pinpoints the dozen or so 
patterns she likes most, and from 
there on we can make recom- 
mendations that fall in line with 
her taste.” 

Washable and durable fabric 
type papers are advised for kitch- 
ens and bathrooms. The customer 
is asked to get exact measure- 
ments of her room — length and 
height of walls, subtracting space 
for windows, doorways, closets, 
shelves or other unpapered areas, 











increase sales with 





Economical 
Proven in use 
High Flash Point 
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Long Leveling 
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Fast Turnover 
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and then advised to get more pa- 
per than actual measurements call 
for. 

“The reason for that extra roll 
of paper is possible discontinua- 
tion of pattern, or extended wait- 
ing if the pattern should be out of 
stock at the wholesaler’s. We want 
to avoid having a customer dis- 
appointed with an incompleted 
wall. Even a fresh stock of the 
same pattern may be a shade off. 
So it is wiser to make ample pro- 
visions beyond exact room meas- 
urements,” Gaines said. 

Additional sales result when 
wallpaper is sold. Paste, sizing. 
tools, wallpaper cutter and. othe’ 
items are called for, and some- 
times rentals such as a ladder or 
floor polisher may be needed. 
Often items such as clothes hang- 
ers, wastepaper baskets, paper 
shelving, etc. are added to the sale. 
Perhaps a table, bookshelf or desk 
may be restained, and then shellac 
or varnish, plus accessories, are 
sold. 

“We describe to a customer who 
has never papered a wall how to 
do it, if he wants to do it himself, 
though we do caution him that it 
takes experience and skill to hang 
wallpaper successfully,” Gaines 
said. “We recommend the names 
of paper hangers to the customer, 
however, only when he invites us 
to do so.” 

Adjoining the wallpaper depart- 
ment is paint. Here Gaines has a- 
vailable a complete line of qual- 
ity and less expensive paint, with 
each item on hand at all times. 
The stock should be fully displayed 
within easy reach of the custom- 
er, and the displays should not be 
crowded. Here too, trained sales- 
men are necessary to select the 
right paint for a particular job. 

“Again, our closeness to Wash- 
ington gives us an advantage. If 
we have to special order a can 
of paint, we can get it within an 
hour from our wholesaler, and put 
it in the customer’s hands just as 
quickly as we can,” Gaines con- 
tinued. “This is not only to avoid 
losing a sale, but to prove our in- 
terest and dependability in getting 
the customer what he wants when 
he wants it.” 

Though Gaines Hardware is set 
up to do business with the contrac- 
tor and painter, more and more 
paint sales are being made to 
home-owners. Paint accounts for 
many tie-in sales too of such items 
as brushes, thinners, sandpaper, 
putty for nail holes in the wall, 
paint pots, hooks, etc. 

Gaines Hardware has added an 
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art department to its home decora- 
tion section. There were frequent 
calls for oil and water color paints, 
and for pastels and brushes to 
decorate a cabinet, chest of draw- 
ers or a child’s playroom furniture. 
This dealer found it profitable to 
put in a complete quality line of 
artists’ materials. Now noted for 
its large stock of these items, 
Gaines Hardware attracts students 
and artists as well as home-own- 
ers for these supplies. 

Spring and fall promotion on 
wallpaper and paint consists of 
spot announcements on a local 
radio station three times a week, 
15 times-a day. Contracted for two 
months in the spring, radio pro- 
motion on home decoration is re- 
peated in the fall for a two-week 
period. An advertisement in the 
telephone directory also brings 
customers from a wide area. 


° 


How Wendell Sells 
Water Systems 


(Continued from page 36) 


“Submersibles were at a dis- 
advantage in that they had to be 
removed from the well and 
brought to the shop for servicing 
when they went out,” Rod stated, 
“but now the manufacturer has im- 
proved the unit to a point where it 
may be given routine service on 
the site. That is a big step, insofar 
as we’re concerned, in the further 
sale of this type of pump.” 

Service is keyed to a _ point 
where a pump may be repaired and 
returned to service in a few hours 
and the owner does not need pump- 
ing service during the brief period 
required to put his pump back to 
work. 

The service department works 
closely with customers who must 
have their units overhauled, so that 
they may pump sufficient water for 
use during the few hours of serv- 
ice. But if a pump breaks down 
suddenly and the customer has no 
surplus water on hand and must 
continue pumping, the company 
lends him a pump to use while the 
service department is servicing the 
customer's unit. If a system needs 
a major overhaul, this service is 
particularly valuable to the cus- 
tomer and it is a big factor in sell- 
ing him his next system and in in- 
teresting his neighbors in water 
systems, Rod declares. 

Service men have been trained 
to handle all water systems sold by 
the company. This training was 
through literature supplied by the 


management, through informal 
“schools” held by manufacturers’ 
service men, and through meetings 
during which there is open discus- 
sion of individual problems the 
service men have encountered. At 
these meetings, if one man comes 
up with a problem that has 
bothered him, chances are that one 
of the other men has encountered 
the same problem and solved it. 
Thus each man passes on to the 
others what he has learned in 
servicing water systems. 

An advantage in outside selling 
is that the average farmer and 
rancher who buys major farm ma- 
chinery is a prospect for a water 
system. The salesmen, in talking 
machinery, keep their eyes open to 
opportunities to talk water systems 
as well. 

These same men also act on leads 
given the company by well-drillers 
When one of the cooperating drill- 
ers contacts a prospect for a new 
well, he passes the information 
along to the company and by the 
time the customer closes his con- 
tract for a well, a Wendel salesman 
already has talked to him about his 
water system. 

The company sells water systems 
on time, the amount of cash down 
depending, of course, on the cus- 
tomer and his known ability to 
pay. By weighing each deal in- 
dividually before the system goes 
into service, the company has been 
able to eliminate almost entirely 
any collection problem on water 
systems, Rod added. 
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Price-Marked Displays 
Move Merchandise Faster 


(Continued from page 38) 


utors’ salesmen and his own con- 
viction that people buy what they 
see, he prospered almost immedi- 
ately. Now his store features five 
large plate glass windows which 
stop traffic and bring passersby 
into the store. 

His well-filled fixtures and dis- 
play stands are adequate and mod- 
ern enough with their stepped- 
back tiers, but he is looking for- 
ward now to complete moderniza- 
tion. 

“A store does not have to be 
fancy to make profits for the own- 
er,” he says, “but it should have 
the best display facilities available. 
As a customer, I liked to see every- 
thing in plain sight, with clearly- 
visible price marks. And that’s the 
kind of store I set out to give my 
customers.” 
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when. you soll sett 


such as the popular 


VLCHEK 


PANEL BAR 
WRENCH SET 


You win customers with 

this handsome, practi- 

cal wrench. Users like 

it. It is expertly de- 

: signed, streamlined, of 

special analysis steel. Heat treated, 

too, for added strength. Bright plated 

containers—12 different openings in 

every 6-piece set; 10 different openings 

in 5-piece sets. Sizes on each wrench. 

Three finishes: natural black, Velco, 
and chrome plated. 


VLCHEK 
PLASTIC 


Show ‘em, sell ‘em . . . attractive Vichek 
plastic boxes of durable construction 
and practical design. Various compart- 
ment arrangements for any need. 
Available in eight standard sizes rang- 
ing from 442" x 2%" x 1" to 10%" x 6.4" 
x 1%". Sturdy crystal-clear moided 
plastic. Write for Catalog and Prices. 
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s 
VELCHEK TOOL co. 


300! East 87th Street 
Cleveland 4, Ohie 
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= CUMBERLAND 


and you sell for profit 


a complete line of hunting and fishing clothes 





The new Cumberland line is that extra something you've 
been looking for to give profits a shot-in-the-arm in '56. 
A premium line without premium prices, yet the 
shortest but most complete line on the market. Your 
stocking and handling problems are simplified while 
Cumberland contains every piece of clothing a hunter 
or fisherman needs. 


Cumberland is fast becoming the choice of sportsmen 
everywhere. Cash in on this popularity and big de- 
mand. Get Cumberland from your jobber today or 
write us. 


ALL NEW ...model 609 


Again . . . COUNSELOR gives you the sales edge 
over conventional scales. The INSTANT the scale 
is stepped upon, the dial is flooded with light . . . 
automatically! This feature captivates Customers, for 
it is positively the easiest-to-read scale ever offered to 
them. Light-up dial ... high fashion design . . . sleek, 
floor-hugging silhouette + «+ umsurpassed accuracy. 
Merchants who recognize the sales potential created 
by this combination will record new heights in vol- 
ume and profit during 56. Write Counselor Star-Lite 
on your next order. There's no other scale like it 
in America. 


STEP ON IT...AND SEE \ * 1760 * 1657 
DEER HUNTING VEST HUNTING COAT 


Here's the perfect coat for early Foil 


LIGHT-UP DIAL assures easier weight reading even in 
well-lighted room. 

. First in the profit line and the first line 

LIGHT-UP DIAL is « boon to people who hove visual of po cam against trigger-hoppy wear ond eorly Foll profits. Mode of 

deficiencies. \ hunters. Bright red color, made for 8 ot. two-ply duck, stormproof 

LIGHT-UP DIAL encourages children to weigh regularly \ \ comfortable wear over heavy or finished in Brush and Bramble Brown 

. makes “keep-fit” activities fun. lightweight clothes. Snag-proof duck color, Plenty of pockets and big 

{ \ with two sets of front buttons for ad- blood-proof gome beg. Gussetted 

LIGHT-UP DIAL completely eliminates lens glare caused \ jvstable closure. Sizes: Smoll ond ond ventilated arm holes. Rein 
by overhead lights. WA\\\ lorge forced shoviders and pockets 


LIGHT-UP DIAL has long service life. When required, 
standard flashlight bulb and/or battery can be easily 
replaced. 








HUNTING 


COLORS: White, Turquoise, Burgundy, Bive, Pink, Yellow, \\\\ S 
Green \ : CAPS 
Retail $995 East \\ ‘A Anni ; 
$10*5 Far West \\ 4s 
"771 


THE BREARLEY COMPANY, ROCKFORD, ILL. “770 
AMERICA'S FOREMOST AND LARGEST 
PRODUCER OF BATH SCALES 


Ce” GY =e AND A complete line of Cumberland caps con mean oddi 
* CUMBERL tional profits. All styles and sizes to motch the clothes 


Y Guaranteed by > 


Goad Howscheeng Plaid lined and available with or without eor flops. 


<< 
N23 aovrenstd Y 
oar 


i Hy Hy wns acl \\s = M\\\\ \ \\ EVO eeMI THE AMERICAN PAD & TEXTILE CO. 


HHH | | | ify | | . | \\\\\\ Sportswear Division 
j | + masaome } wun quorwes 
UHLIIII fl ant GREENFIELD, OHIO 
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Here's how they tripled sales of 


Builders Hardware 





Annandale Hardware 
backs its aggressive 
search for sales with 
a quality line, com- 
petitive prices, and 
experienced service 











By Beatrice Miller 


T ANNANDALE Hardware and 
Supply Co. in Annandale, Vir- 
ginia, sales volume on _ builders 
hardware tripled within a year, 
and sales are still increasing. The 
store is located in a fast growing 
area of 40,000 homes, on a highway 
where traffic is very heavy. The 
owners reveal that the key to their 
success is aggressive searching for 
sales—beating the bushes unceas- 
ingly. Sales of builders hardware are handied only by the two partners and 
“We go out and get the business two outside salesmen. Above, Jerome Fine discusses items displayed 
We follow up every lead, stop at on peg board while below, Oscar Lessans demonstrates sliding doors 
every construction site, revisit any 
job we have serviced to learn what 
else we can do for them,” said 
Jerome Fine, who with Co-partne: 
Oscar Lessans, has had 20 years of 
experience in the wholesale hard- 
ware and construction industries 
“But this is not all. We use radio 
for general promotion of the store 
and mention builders hardware in 
our advertising. And we advertise 
once weekly in the suburban news- 
papers.” 
Fine emphasized three condi- 
tions essential to the sale of build- 
ers hardware which he describes 
as a specialized field requiring 
years of experience to merchandise 
properly. Sales here are handled 
only by his partner and himself 
and their two outside salesmen. 
These requirements for an ex- 
panding volume in builders hard- 
ware are a quality line, competi- 
tive price, and service. 
(Continued on page 50A) 
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Now...J&L NAILS in new 
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profit-building packages 


ONE 50 POUND SHIPPING CARTON HOLDS 1, 5, 10 OR 25 POUND BOXES 


To meet the growing demand for nails in 
small packages, J&L has developed a new 
line of attractive 1 lb., 5 lb., 10 Ib., and 
25 lb. boxes that build turnover and reduce 
handling and inventory costs. J&L’s boxes 
were designed in line with the recommenda- 
tions of the packaging committees of the 








4 hil ld LUMA WCHH OCCU 


They're adaptable to self-service operations 
They permit attractive displays 

There's space on the box to stamp prices 
Weighing and wrapping is eliminated 
They're welcomed by “‘Do-it-Yourselfers 
No bins or kegs are required 


Wholesaler Hardware Associations. All small 
boxes can be packed in an 8" x 8" x 23” ship 
ping carton that holds 50 lbs. of nails 

You can order the new J&L shipping car 
ton with any of the four following assort 
ments: fifty 1 lb. boxes; ten 5 lb. boxes; 
five 10 lb. boxes or two 25 |b. boxes 





« They build turnover 
. 
ney are easily warehoused 
hipped 
* Quick identification—size and weisg nformatior 


is Clearly printed on top and adjacent sides 








COMMON SMOOTH BOX FINISHING 

















SPECIAL BLUED GALVANIZEL ARGE 
PLASTERBOARI HEAD ROOFING 


#13, %" HEA : 5” HEAL 











Pa 
Kimembet. * J&L Nails are packed for your convenience 


Fill your requirements now! 


Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 


STEEL 





They Tripled Sales 
of Builders Hardware 


(Continued from page 48A) 


“Whether you are in an area of 
$10,000 homes or $40,000 homes, 
quality builders hardware is of 
prime importance. Name brands, 
nationally known for quality, are 
the only lines to be considered,’ 
stated Fine. “Your price has to be 
right to the contractor. We do 75 
percent of our builders hardware 
volume with the contractor, and in 
bidding for jobs we offer very at- 
tractive prices.” 

A third consideration was serv- 
ice, and Fine defined service as 
getting hardware to a job when it 
is needed, and providing not only 
the obligations called for in the 
contract but in excess of the con- 
tract. Service meant keeping in 
touch with the account after obli- 
gations had been fulfilled, calling 
on customers, learning whether all 
was satisfactory, and whether any- 
thing further was needed. 

Mounted displays in the store 
feature complete lines of builders 
hardware and offer a wide selec- 
tion. 

‘“‘We make the contractor feel 


that we personally, my partner 
and I, are genuinely interested in 
the items and their application on 
a job. We personally want to give 
the attention and time necessary 
to know that ali is satisfactory, and 
if there is anything lacking, we 
personally want to be responsible 
in supplying it,” added Fine. “If 
there is a new product, we take a 
sample around, demonstrate it and 
let a customer see the time or 
money that can be saved in substi- 
tuting this item for another.” 

Annandale Hardware and Sup- 
ply Co. has a six-month contract 
with a local radio station for daily 
announcements of general items in 
the store and a plug for contract 
hardware. The suburban news- 
paper advertising they do weekly 
reaches 40,000 homes within a 
five-mile radius. Monthly state- 
ments contain literature on build- 
ers hardware, particularly new 
items. 

“There isn’t a department in the 
store that is not affected by build- 
ers hardware. Our hand and power 
tool sales have doubled in the past 
year, which is due in large part to 
builders hardware. Paint, elec- 
trical supplies, plumbing supplies, 
glass, nails—even housewares and 


garden supplies—have shown tre- 
mendous gains from customers 
brought here originally by our 
builders hardware department,” 
said Fine. “Tool rentals to home- 
owners have extended to custom- 
ers who came in for builders hard- 
ware on their initial visit to the 
store.” 

The store salesmen in the gen- 
eral hardware departments refer 
all questions on builders hardware 
to Fine or his co-partner in the 
business. 

Questioned as to whether he 
would not find it advantageous to 
train hardware salesmen in build- 
ers hardware, Fine pointed out 
that this specialized field requires 
years of training if the salesman is 
to be fully familiar with the line, 
under what conditions certain 
items are used, how to install them 
and how to offer advice in con- 
struction. Moreover, salesmen 
would need training to know how 
to read hardware requirements 
from a set of blueprints. 

“Continued expansion may ne- 
cessitate training an _ interested 
young sales person in this field. At 
the present time, however, we are 
meeting our needs with experi- 
enced people,” Fine stated. 








GIVE YOUR CUSTOMERS WHAT THEY ASK 
FOR-IT'S BAD BUSINESS TO SUBSTITUTE 


Name-Brand Merchandise means satisfaction to your customers, and 
money to you. Well-known, advertised brands pre-sell your customers 


before they set foot in your store. 


That's why you make your business stronger when you keep the force 


of famous brand names behind your selling. Let your customers know 








37 WEST 57 STREET 


they can get from you the brands they know and want. Why be con- 
tent—or expect them to be content—with anything less? 


The prestige and reputation of these makers’ brands guarantee high standards of quality! 


aad  —_ pe a ee 


INCORPORATED 


A non-profit educational 


foundation 


NEW YORK 19, N. Y. 
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DEALER SALES AIDS 


For more information on these sales aids 
use the free post card at bottom of page 


Bathroom Items Kit 


A colorful display kit for mer- 
chandising Rubbermaid bathroom 
items has been released by The 
Wooster Rubber Co., Wooster, Ohio. 


The display is designed for use 
either on a traffic counter or as a 
free-standing floor unit. Each kit, 
which the company has coded as 


Handy Return Card » 


#8872, contains six medium size 
Safti-Cup bathtub mats, which have 
a suggested retail price of $1.98; six 
large Safti-Cup mats at $2.49, and six 
Rubbermaid toilet top trays at $1.29. 

Each item in the display comes in 
an assortment of Rubbermaid’s most 
popular colors—two pink, two white 
and two turquoise. For more informa- 
tion— 

Circle No. Bl on coupon, pg. 52 


Fence Equipment Display 


Electronic Specialties Co., 1 Island 
Ave., of Batavia, Ill., has made avail- 
able a free merchandising display 
with the purchase of any five Esco 
electric fence controllers. The mer- 
chandiser allows the dealer to dis- 
play all electric fence equipment: 
controllers, posts, wire and acces- 
sories. 

The new display board, of green 
peg board, is designed for tie-in 
merchandising and impulse selling of 
Esco electric fence controllers, Tuf- 
steel electric fence posts and wire, 
and Qwik-way electric fence acces- 
sories. 

Display measures two feet wide by 
four feet high and is shipped com- 
plete with all hooks and hardware 


Postage 
Will be Paid 


necessary for mounting items on the 
board. For more information— 
Circle No. B2 on coupon, pg. 52 


Scissors Special 


A special “Buy of the Month” is 
offered by Clauss Cutlery Co., Fre- 
mont, Ohio, in addition to its 11 best 
sellers in scissors on the SD7 Assort- 
ment. Six pairs of No. 62542, 5¥%-inch 
hot hammer forged Clauss Sewing 


If Mailed 
in the 


@ Request More Information on by 
United Stetes 


Sales Aids Addressee 
New Products 
Catalogs & Bulletins 


NO POSTAGE NECESSARY 





BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R.. ATLANTA, GA. 








Please be sure to fill in your Firm's 
Name and your position on the 
Coupon. This service cannot be 
extended to you unless this in- 
formation is furnished. 


SOUTHERN HARDWARE 


S06 PEACHTREE ST., N. E. 


ATLANTA &, GA. 





Scissors, which regularly retail at 
over $3.00, are packed with each as- 
sortment and priced at $1.59 to the 
customers. Dealer cost for the special 
Sewing Scissors is 95 cents each, or 
$5.70 for the six pairs, 

Total cost for the SD7 Assortment 
including the six pairs of Sewing 
Scissors is $53.52—dealer profit, 
$35.72 (40 percent), There is no 
charge for the display. For more in- 
formation— 

Circle No. B3 on coupon below 


Cleaning Supplies Units 


Two new centralized displays of 
miscellaneous cleaning supplies are 
offered by Ox Fibre Brush Co., 
Frederick, Md. The fixtures included 
with the two assortments are adapt- 


able for use on a gondola, island, wall 
or column display. Both fixtures, the 
large No. 15 and the smaller No. 9, 
are constructed of 44-inch peg board 
with %-inch lacquered hardwood 
molding and two lacquered hardwood 
“A” frames—colorful top sign is in- 
cluded. “A” frames are removable 
for gondola, wall or column use. 

The fixtures are available sepa- 
rately or with the retailer’s choice of 
Oxco brushes; or, included in the two 
new assortments are the following: 

No. 25 Assortment—Includes No. 15 
fixture plus one dozen each of 25 
different Oxco brushes, many with 
Oxco’s new style molded Styrene 
handles in pink, yellow or blue. The 
complete assortment has a suggested 
retail value of $201.64, including dis- 
play fixture. 

No. 12 Assortment (shown)—In- 
cludes No. 9 fixture plus one dozen 
each of 12 different Oxco brushes, 
including many of the new styles. 
Complete assortment has a suggested 
retail value of $77.76, including dis- 
play fixture at no charge when 
ordered with assortment. 

Brushes in both assortments are 
all labeled; pre-priced and packed 
one dozen to the carton when pur- 
chased in assortment. For more in- 
formation— 

Circle No. B4 on coupon below 


Ceramic Hardware Unit 


A new self-service counter mer- 
chandiser displaying a full line of 
Yale ceramic hardware is announced 
by the Ceramic Department of The 
Yale & Towne Manufacturing Co., 
155 East 44th St., New York 17, N. Y. 
The merchandiser is built of wood on 
rectangular lines. 

The Yale patterns shown on the 
sloping section of the display are 
Dresden, Contemporary, Modern, and 
Provincial, This line consists of 
escutcheons, door knobs, drawer 
pulls, single light-switch plate, and 
double light-switch plate. Displayed 
on the upright section are the comple- 
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menting products in Yale’s Dresden 
group of knob and escutcheon, switch 
plates, drawer pull, and keyhole 
plate. For more information— 
Circle No. B5 on coupon below 


Lawn Sign Merchandiser 


A new display unit designed to sell 
M-D lawn signs and house numbers is 
introduced by Macklanburg-Duncan 
Co., Oklahoma City 1, Okla. It is con- 
structed of corrugated cardboard and 
printed in yellow and black colors. 

The unit measures 21 inches across 
the front, 16 inches deep and four 
feet to the top of the lawn sign. It 
holds 18-M-D lawn signs and a com- 
plete 334-inch Nu-Lume number dis- 
play case. One of the 18 signs is 
mounted with four numbers and is 
used at the top behind the number 
case as an actual sample sign. Should 
an M-D dealer already have a num- 
ber display case on hand, the display 
may be ordered without it. 


Please send more information on these catalogs and bulletins: 


116 $19 #122 125 128 131 134 137 140 143 146 149 152 155 
117 120 123 126 129 132 135 138 (41 144 147 150 153 
118 $21 124 127 130 133 136 139 142 i45 148 151 154 


Please send me more information on these sales aids: 


BI Bil Bié B2i B26 B3i B36 B4i B46 BSI B56 Bél 
B2 Bi2 Bi7 B22 B27 B32 B37 B42 B52 B57 
B3 Bi3 Bie B23 B28 B33 B38 B43 B53 B58 
B4 Bi4 BI9 B24 B29 B34 B39 B44 B54 B59 
BS BIO BI5 B20 B25 630 B35 B40 B45 B55 Bé0 


The M-D lawn sign retails for 
$3.50 and the necessary numbers for 
both sides of the sign sell for 21 
cents each in reflecting aluminum 
There is no charge for the display 
when the dealer orders his assort- 
ment of signs. The dealer’s net cost 
for the complete set-up consisting of 
the 2-color display unit, 18 M-D lawn 
signs (including the mounted sample) 

(Continued on page 56) 


Please send me more informirion on these new products: 


266 267 268 269 270 271 272 273 274 275 276 277 278 279 


My Name POs aceuuh sos cd 


Company Name 











measure...identify 
HODELL CHAIN 


by CO LOR a 





HIGH TEST— BLUE 


NEW Length Marks...cut measuring time 
NEW Color Coding ...identifies chains instantly 


These color-coded plastic bands are the keys to a new ease 


in handling all three of these Hodell Chains, in all sizes 


. and NEW 
color-coded end tags 


The colored, printed bands positively identify the chain 
1 
it a glance and eliminate common stock-handling errors. 
TRIPLE UTILITY ! lored Every 10 feet, to the nearest link, there’s a band... 10 
printed for positive id 2 ; feet of chain between bands a quick, sure measuring 
chain size and grade, (2) Locates « . 
device. Five-foot lengths are just as easy to find a“ 


of chain immediately, (3) Use rever 


side to record chain withdrawn fr doubling up a 10°. 


the container and she qu ty 1 These “'10’s”’, you'll agree, are mighty pr actical both for 
maining. It’s easy ust ¢ nh tag measuring and for tabulating stock records. Right chain 
from the length cut o oe right length . . . Hodel! makes certain that you'll be right 
to free end of chain tain \ ‘ 

with color-coded length-marking on every size of Prox 


Coil, BBB Coil and High Test Steel chains. 


HODELL CHAIN COMPANY ° Cleveland 3, Ohio 
Division of The National Screw & Mig. Co. 


=e ee Eee eee ee ee ee Vous 


FTITT TAA = 
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Easver to cut 


**I didn’t have to take a test to know that 
L-O-F window glass is easiest to cut,”’ said 
Mr. Dona Broulette of Luck & Clarke Corp. 
(hardware), Wallingford, Conn. Mr. Brou- 
lette had just test-cut four leading unidenti- 
fied brands of single-strength window glass 
After trying several cuts on each, he chose 
the one marked ‘*D’’. Sure enough, it was 
L-O-F, the brand he has always found 
easiest to cut! 28 out of 30 dealers who 
tried this now-famous “blindfold test’’ had 


the same experience 


Easver TO SELL 


This L-O-F label identifies quality glass 
wherever it is seen. People know this label— 
it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 


ence for L°‘O’F glass. This preference 





means faster, easier sales lor you. 


Kasver 
TO MERCHANDISE 


Here’s a folder that will remind your 
customers to replace that cracked or 
broken windowpane. And it tells them 
where to buy it (at yeur store). Order a 
quantity of envelope stuffer WG-17 from 
your Libbey*Qwens-Ford Distributor 
(listed under “*Glass”’ in your phone book 

Or write to Dept. 7176, Libbey -Owens 
Ford Glass Company, 608 Madison Ave- 


nue, Toledo 3, Ohio. 
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You sell more 
ammunition 


when you sell 


Peters 





“High Velocity” 


Again this year, powerful national advertising will mean more 
sales of Peters “High Velocity” ammunition. Make sure you're 
ready—stock and display the entire Peters line today. 


Big game guides, shooters, and hunters everywhere know there's 
no more powerful ammunition in the world, than Peters “High 


Velocity.” 
pales 


PACKS THE\ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is g trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
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and a 3%4-inch Nu-Lume assortment 
is $52.16 net, with transportation 
charges prepaid and allowed. For 
more information— 

Circle No. B6 on coupon, pg. 52 


Picture Hangers Display 


The new 720-B counter display is 
made available by Moore Push-Pin 
Co., Philadelphia 44, Pa., for mer- 
chandising Moore picture hangers 
which are packaged in new picture 
window packets. The unit has a 
capacity of 72 packets, and displays 
the four different size Push-Less 
hangers. 

The display is 


made of metal 


MOORE 
PICTURE HANGERS 


se 
MOORE whit 


BEBE 


MOORE 


h8 


throughout, revolves, and is 10% 
inches high with a 9-inch diameter 
base. For more information— 

Circle No. B7 on coupon, pg. 52 


Cutlery Display Case 


H. Boker & Co., Inc., N. Y., N. Y., 
are offering dealers, for a limited time 
only, a $75 display case free with the 


purchase of an assortment of ap- 
proximately $300 worth of Boker 
Tree Brand cutlery. Items ordered 





DEPENDABLE ... 
another way 
of saying 
Rugged Robert 


can be any variety the dealer wishes 
to order. 

A limed oak case, mounted on 
casters, it has a wood-lined glass 
door, with permanent pink display 
board and a large rear storage com- 
partment. Lock and key are pro- 
vided, front and rear, to discourage 
pilfering. 

A suggested assortment (shown in 
photo) consists of 87 assorted pocket 
knives; four types of hunting knives: 
kitchen shears; straight, bent, and 
light trimmers; embroidery scissors; 
sewing scissors; paring knives; fruit 
knives; slicers; carvers; paring and 
butcher knives and French chef 
knives. For more information— 

Circle No. B8 on coupon, pg. 52 





PRINTED HELPS 
and other sales aids for 1956 





Camillus Cutlery Co., Camillus, N 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Camco pocket knife 
lines: In the Camillus line, a special 
display unit featuring 20 knives in a 
special promotion (SP-56) is available 
free of charge when ordering the unit 
Also available free of charge are 
window streamers in three colors, 
pennants in three colors, free news- 
paper mats, catalog sheets and special 
promotion tips. 

For the Camco line, a new 1956 dis- 
play case 56-12U is offered at no ex- 
tra cost when ordering a half dozen 
each of the 12 top selling numbers 
The case is a wooden cabinet with 
glass front for display of 12 knives. 
Storage space which can be locked is 
at the rear. Also available free of 
charge are window streamers and 
pennants on the Camco line. For more 
information— 

Circle No. BS on coupon, pg. 52 





Every wise customer knows that Rug- 
ged Robert means DEPENDABI 

- + » Superior QUALITY. That's be- 
cause all Rugged Robert products are 
made of the very finest materials under 
the most exacting specifications. 

Thousands of people always ask for 
the Rugged Robert Brand by name 
- ++ you, too, carf cash in on this out- 
standing reputation . . . Stock a com- 
plete line of Rugged Robert products 
- +» NOW! These include pliable, gal- 
vanized solid and twisted clothesline 


The Shakespeare Co., Kalamazoo, 
Mich., has prepared a new 4-page 
unit of news mats for 1956 for the use 
of tackle dealers in their local news- 
papers. The service features a com- 
plete selection of condensed four- to 
five-inch one-column width ads 
which are miniature versions of the 
national ads. A part of the mat serv- 
ice is a folded broadside devoted to il- 
..- high-quality swing and well chain lustrating the prepared mats, empha- 
oe = smart-looking, fast-selling sizing dealer promotion, and includes 

m fake. W a selection of 30- and 60-second 
fectiy po aed png Enos pool na radio spots on various items of 
ment. Get your share of this “PLUS es gig tackle. For more infor- 


BUSINESS t ! 
Write _ es Circle No. B10 on coupon, pg. 52 


for YOUR supply! 


Wire Products Company 


2713 North 24th St., Birmingham, Ala. 
Member, American Hardware Manufacturers Association 





Lombard, 6 Main St., Ashland, 
Mass., in launching a chain saw sales 
promotion, is providing dealers with 
special promotional material featur- 
ing an “archeress” and the slogan 
“Lombard Hits the Bullseye.” The 
complete Lombard line of chain saws 
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is displayed in specially printed 
broadsides. Bright banners have been 
designed to set off displays in either 
the dealer’s window or at a booth at 
a state, county or local fair. A new 
Dealer Newsmat series and envelope 
stuffers for dealer use are also avail- 
able. For more information— 
Circle No. Bll on coupon, pg. 52 


Geyer Manufacturing Co., Rock 
Falls, Ill., offers its dealers a selection 
of ad mats covering the most popular 
items in the Geyer Farm and Garden 
Tool line. An illustrated brochure for 
easy ordering is available on request. 
For more information— 

Circle No. B12 on coupon, pg. 52 


Crescent Tool Co., Jamestown, N 
Y., has available for dealers several 
floor and counter display stands. 
There are two counter display stands 
one of which will accommodate any 
four and the other any six of the 16 
different 12” x 24” tool panels now 
available. One of the floor stands will 
accommodate six and the other 12 
of the same panels. A similar floor 
Stand is available which will handle 
any six of nine 24” x 24” display 
panels. Both the counter and floor 
displays revolve freely on ball bear- 
ings to make it convenient for shop- 
pers to rotate the displays. It is also 
possible to mount any of these dis- 
plays on the wall or to stand them 
on special easels which will accom- 
modate either single panels or two 
of them back to back. The boards 
also may be hung on peg boards. For 
more information— 

Circle No. B13 on coupon, pg. 52 


Langley Corp., 310 Euclid Ave., San 
Diego 14, Calif., offers its dealers 
seven newspaper ad mats of Langley 
spinning reels and Fisherman's De- 
Liars. Mat proofs are reproduced in a 
4-page folder and are available at no 
charge in 1- and 2-column widths, 
ranging from five to 10 inches deep. 
For more information— 

Circle No. B14 on coupon, pg. 52 


Reo Division, Motor Wheel Corp., 
Lansing 3, Mich., supplies its dealers 
with 4-color envelope stuffers, wall 
posters and ad mats at factory cost. 
Indoor sales and service signs, de- 
signed to stamp the store’s name and 
its Reo dealership upon the mind of 
the public may be obtained for $9.90 
each. For more information— 

Circle No. B15 on coupon, pg. 52 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. D-13 contains 
free metal wall display and 13 bit as- 
sortment of Irwin 62T Bits, one of 
each size 4/16” through 16/16”. No. 
8830 contains free metal counter or 
wall display and assortment of 30 
Irwin Speedbor “88” Wood Bits for 
electric drills. No. 430 contains free 
metal wall display and assortment of 


30 amber plastic handle screw drivers 
in most popular sizes. All displays are 
colorful and fit in a minimum of 
space. A booklet on the selection, use 
and care of bits, and a variety of 
envelope stuffers are also available. 
For more information— 
Circle No. B16 on coupon, pg. 52 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill., offers its deal- 
ers two scale promoter display 
stands. Display #D-103 is a wooden 
stand free to any dealer who has 
Hanson scales, will hold seven sets 
and is 18” wide by 14” deep. A new 
bath scale sampler of six scales, No 
3580, includes without charge a 
merchandiser which can be used on 
the counter, floor, or in windows. It 
is finished with soft rose background 
and jade green trim. For more infor- 
mation— 

Circle No. B17 on coupon, pg. 52 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie- 
in merchandise. All merchandisers 


are in bright colors and polyethylene 

bags are used to package many of the 

products. For more information— 
Circle No. B18 on coupon, pg. 52 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers an as- 
sortment of window display ma- 
terials including ship cutouts, sam- 
ples of manila and sisal fibres, fold- 
ers and pamphlets, and a red and 
blue dealer sign. Colorful sales pro- 
motional booklets are available on 
various company products. Currently 
offered also are two dispenser racks 
sold through wholesalers. The Colum- 
bian Rope Merchandiser requires 
only 22” by 12” of floor space and 
holds seven sizes of rope which can 
be cut to desired lengths. Another 
dispenser, the Colpack Rope Rack, 
holds four cartons of rope. Addition- 
ally, the company offers various 
counter display cartons and carded 
products, individually packaged such 
as starter ropes, jute, twine, mason’s 
line and Christmas twine. For more 
information— 


Circle No. B19 on coupon, pg. 52 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac 
turers of building products, offers a 
wide selection of envelope stuffers 
window display material, counter 
displays, and special store displays in 
colors, and ma 


numerous $1Zes, 





ALL-STAR FEATURES 


Complete Range of Sizes 

New Cabinet Style with “Futurama” 
Look 

Snap-in Blower Unit with 
Directional Air Flow 

Large Service Doors on Each Side 
of Unit 

Available with Either Right- or 
Left-Hand Controls 

Manifold Control! Kit Packaged 
Separately to Eliminate Stocking 
Problems 


FREE — ful! details. 


Clip this ad and mail with 
your letterhead to 
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yor Lelllere 


COMPLETE LINE of GAS HEATERS 
with HOT CUSTOMER APPEAL 


MODEL 4975 
VENTED GAS 
CIRCULATOR 
CHATTANOOGA 
ROYAL COMPANY 
CHATTANOOGA 6, 
TENNESSEE 





“One good turn (buckle) deserves another” 


ty 


when 
you 
display 
them 


TURNBUCKLES 
FLOOR 
MERCHANDISER 
Unit K-1; 
Your Cost —$69.07* 
Your Profit—$34.53 


TURNBUCKLES 
COUNTER 
MERCHANDISER 
Unit K-2: 
Your Cost —$19.92* 
Your Profit—$i3.28 


OR 
PACKAGED 
IN 
SELF-SERVICE 
BAGS 


A complete line of over 85 
fixtures also available from 
open stock. 


* Prices slightly higher west of Rockies. 


ORDER FROM YOUR WHOLESALER 


Tesch 


MICHIGAN CITY 
GRAND BEACH 


INDIANA 
MICHIGAN 


BOX 333 
FACTORY 
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terials. These include a 6-tier wire 
rack display for asbestos siding, rigid 
model boards, etc.; a two-piece metal 
entrance doorway sign; metal, flat 
wall sign; metal truck sign; a Day- 
Glo banner; and a color selector 
chart. Also included are a number 
of colorful counter displays on vari- 
ous products. For more information— 
Circle No. B20 on coupon, pg. 52 


Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis., 
offers a number of dealer helps to 
cover its Mow-Master and Mowa- 
matic power mowers. Display ma- 
terial includes a Jumbo size Product 
Identification Tag to hang on the 
mower handle. A Window Display 
Banner, 2-color, 17” x 30”, features 
Mow-Master rotary mowers, and is 
designed for display window or wall 
use. Ad mats featuring Mow-Master 
rotary mowers and Mowamatic reel 
type power mowers and also Grind- 
A-Leaf pulverator attachment for 
Mow-Master rotary mowers, are 
available in one-, two- and three- 
column sizes. For more information— 

Circle No. B21 on coupon, pg. 52 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz. 
No. 00, $.90 per doz.; 2 doz. No. 0, 
$1.20 per doz.; 2 doz. No. 1, $1.20 per 
doz.; 2 doz. No. 2, $1.20 per doz.; 1 
doz. No. 3, $1.50 per doz.—list price 
is $16.00. For more information— 

Circle No. B22 on coupon, pg. 52 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
turn order post card for additional 
material. Four-color, self-adhering, 
clear acetate, 10” x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Circle No. B23 on coupon, pg. 52 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, Ill, offers free 
electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, 
for “homecrafters,” school shop 
teachers, welders, woodworkers, etc., 
are available. For more information— 

Circle No. B24 on coupon, pg. 52 


Moe Light Division of Thomas In- 
dustries, Inc., Fort Atkinson, Wis., has 
available for dealers a number of 
ceiling, wall, and counter merchan- 
dising display deals, including a re- 


cessed box display unit. The lighting 
fixtures are displayed on peg board. 
On these deals all fixtures are in- 
dividually packaged and are shipped 
directly to the dealer, master packed 
and equipped with mounting and wir- 
ing kits, plus complete display unit 
and merchandising sales helps; rail 
freight prepaid at Hopkinsville, Ky., 
on all fixtures and display units. Ad- 
ditional aids include free advertising 
mats, product shots of fixtures, a 
variety of full color catalogs, bro- 
chures, envelope stuffers, and promo- 
tional flyers. For more information— 
Circle No. B25 on coupon, pg. 52 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet. 
The leaflets can be supplied imprint- 
ed with the dealer’s name, address 
and telephone number for use as en- 
velope stuffers. For more informa- 
tion— 

Circle No. B26 on coupon, pg. 52 


W. L. Jackson Manufacturing Co., 
Inc., 1216-1226 E. 40th St., Chatta- 
nooga, Tenn., offers to dealers four 
envelope stuffers featuring gas and 
electric water heaters and electric 
floor furnaces. A fifth is soon to be 
added, featuring glass-lined water 
heaters. Advertising mats are also 
available. For more information— 

Circle No. B27 on coupon, pg. 52 


Southern Screw Co., Statesville, N. 
C., offers without charge to dealers 
a Dealer Chart, giving complete in- 
formation on wood screws and stove 
bolts. The chart is of heavy card- 
board, punched for hanging and cov- 
ers information on wood screws as 
follows: list price per gross for slotted 
steel and brass; net price per gross 
figured on the basis of various dis- 
counts; how to determine size, length 
and head style; pilot and shank clear- 
ance hole recommendations chart; 
and shipping weights. Stove bolt in- 
formation included is as follows: list 
price per gross; net price per gross 
figured on the basis of various dis- 
counts; and shipping weights. For 
more information— 

Circle No. B28 on coupon, pg. 52 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, IIL, has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Circle No. B29 on coupon, pg. 52 


Utica-Duxbak Corp., Utica 4, N. 
Y.. has available for dealers a com- 
plete mat service covering the com- 
pany’s line of sportsmen’s clothing. 
Offered also is colorful corrugated 
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and Her Family Vacation! 


Eapoy your own onc, two or 
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Write for 28 page 
illustrated folder 
P. ©. Box 1471—SHAG 
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THE NEW liquid fertilizers 
applied with a Hayes Lawn 
Sprayer have proved a revela- 
tion to thousands of home 
gardeners. They make lawn 
fertilizing a simple, easy matter 


RESISTS THE ...make it possible to maintain 
a greener lawn all season long. 


EFFECTS OF QM | wivucesc'wonc'ace §QYCOl 


cals by recommending the Hayes 


Lawn Sprayer, the garden hose 

sprayer that mixes, proportions pig eh 
and applies garden chemicals oe y 
more efficiently than any other ‘eading manufacturers for 


type of garden sprayer on the use with their chemicals 
market Acme Quality Paints, inc 
; American Chemical Paint Co 
That’s why Hayes—and only Bonide Chemical Co 
Hayes—carries the endorsement pe ny hy on 
of leading manufacturers of The Carac Corp 
garden. chemicals for use with y+ ~~ chapped 
. > . 2 A. Cleary Corp 
their products, including these Cooke Laboratory Products 
Wright Hardware Cloth is woven to well-known nationally adver- cornem Chomicst Ge. 
the specifications of Commercial | tised brands: ee ee 
Standard CS 132-46, issued by the , ——aese 
U. S. Department of Commerce. This j Te oy ES: 
precision woven fabric utilizes hard ; BLACK LEAF Thompves Chemeats Corp 
. ° > else cal Corp 
drawn wire in place of the custom- . CHLORDANE World Spray Ce, inc 
> erage He END-0-WEED 
ary annealed wires, giving strength = INSTANT ViGORO 
and rigidity. Wrightweld Wire = . NORTHRUP KING 
: . : GRO-STUFF 
Cloth (flat wire selvage) is made : WEEDONE > Hayes Lawn Sprayers— 





> 


ime Re 


2,3 x 3 and 4 x 4. = ; For mass spraying of 

E. L. Hornibrook C => , lawn moth solutions, 
ornibroo o 

: Hayes Garden Sprayers—For insec weed killers, crabgrass 

Box 176, Avondale Estates, Ga. = ticides, fungicides, leaf feeding =e killers, herbicides, liquid 


Lawrence J. Baldwin & Son, : . Available in 114, 3, 4, 6 and 12 gal. fertilizers. 3 models. 
306 Carondelet Bidg = capacities. Priced from $2.95 From $3.45. 


New O 12, La. 
jew Orleans . Order today from your nearest Jobber 


SPRAY GUN COMPANY - World's Largest 
WORCESTER. MASSACHUSETTS a CS sxe Niner 193% 
98 San Gabriel Bivd., Pasadena 
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display material for window back- 
grounds or for use on TV programs. 
Other sales aids include window 
streamers, counter cards, and litera- 
ture for mailing. For more informa- 
tion— 

Circle No. B30 on coupon, pg. 52 


Libbey - Owens - Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio, has 
available for dealers a catalog show- 
ing a complete range of sales aids. 
These include envelope stuffers and 
self-mailers, ad mats and radio 
commercials, product literature, win- 
dow streamers and counter cards. For 
more information— 

Circle No. B31 on coupon, pg. 52 


The Weber Lifelike Fly Co., Stev- 
ens Point, Wis., offers a new three- 
tier revolving rack which is said to 
occupy less than one square foot of 
counter space and is 33% inches high. 
Over 200 standard Weber assortments 
of lures and other tackle items on 
wide or narrow panels will fit this 
unit. In addition to the three-tier 
unit, individual units are also avail- 
able. A free Revolving Rack is of- 
fered for spools of “Tynex” spinning 
line and a number of display boards, 
boxes and racks are available. For 
more information— 

Circle No. B32 on coupon, pg. 52 


Revere Copper and Brass, Inc., Box 
111, Rome, N. Y., has a wide assort- 
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Linoleum Paste Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 
Wood Putty 


Daisy Brush Cleaner 


Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 





. and many other Products of Merit 


SOLD THROUGH LEADING 
WHOLESALERS EVERYWHERE 


CONSUMERS GLUE COMPANY 


1515 Hadley St. 
St. Louis 6, Mo. 








ment of dealer sales aids available for 
use in promoting Revere Ware 
utensils. These include a large Revere 
Ware trade mark plaque, envelope 
stuffers, advertising mat service and 
cooperative newspaper advertising 
program. They also have a new elec- 
tric flasher display unit available at 
a modest cost. For more informa- 
tion— 
Circle No. B33 on coupon, pg. 52 


Chattanooga Royal Co., Chatta- 
nooga, Tenn., announces that it is 
backing its 1956 Royal Chef line of 
braziers and patio grills with an ag- 
gressive merchandising campaign. A 
new, larger outdoor cook book, which 
is sold for 25 cents, will be supplied 
free as a giveaway for dealers in 
building store traffic. Radio and TV 
spots, a colorful consumer folder, 
newspaper mats, cuts of individual 
grills and point-of-purchase material 
will be available. All of these aids 
are being offered dealers free of 
charge or at cost. For more informa- 
tlion— 

Circle No. B34 on coupon, pg. 52 

Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information 

Circle No. B35 on coupon, pg. 52 


The Moto-Mower Co. of Richmond, 
Ind., offers to its dealers a new sales 
promotion book entitled “I’m Your 
Moto-Mower Sales and Advertising 
Guide.” Through cartoon treatment 
this includes tips and suggestions on 
salesmanship, conducting demonstra- 
tions, and setting up window displays. 
It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
coupon inquiry service and a yellow 
page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mail distribution “Lawn 
Secrets” is available at $10 per thou- 
sand. Lawn care portfolios which in- 
clude one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 

Circle No. B36 on coupon, pg. 52 

Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac- 
cessories for each tool are included. 
All tools are properly merchandised 


and displayed on a floor model steel 
stand with a peg board back for the 
display of accessories. The unit is fin- 
ished in chartreuse and red and has 
an SM insignia fastened to the top 
of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months. For more information— 
Circle No. B37 on coupon, pg. 52 


Foley Manufacturing Co., 3300 5th 

t., N. E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 18” 
and 20” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-column 
six-inch mat will be run free in any 
dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Demonstrators 
and Scotsman models). In metropoli- 
tan areas the dealers will be listed, 
free, on a big dealer listing ad. Un- 
der the co-op ad plan, after the first 
ad is run free, the company will then 
cooperate on a 50-50 basis with deal- 
ers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion 

Circle No. B38 on coupon, pg. 52 

True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- 
oped for its “Tool-Up-Time” program 
kits to aid dealers in their garden 
tool promotion. Various four-color 
store posters and banners, newspa- 
per ad mats, catalogs, and radio and 
TV scripts are offered without 
charge to the dealer. A dealer mailing 
folder also is available. For more in- 
formation— 

Circle No. B39 on coupon, pg. 52 


Cleveland Mills Co., Lawndale, N 
C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike twine and 
cordage. Approximately 4’ high, this 
stand has five shelves with dividers, 
making 10 display compartments 
White on the outside with blue bins, 
the stand is printed in red and blue 
For more information 

Circle No. B40 on coupon, pg. 52 


American Biltrite Rubber Co., 22 
Willow St., Chelsea 50, Mass., pro- 
vides dealers with a group of ad- 
vertising mats for Biltrite Garden 
Hose and Sprinklers. The Biltrite 10- 
star Hose is packed with a special 
corrugated display carrier. Also avail- 
able is a special three-piece display, 
specially easeled to stand alone or 
mount on a three-section pole which 
is also supplied, to serve on counters, 
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in windows or mass display within 
the store. For more information— 
Circle No. B41 on coupon, pg. 52 


Keuffel & Esser Co., Adams and 
Third Sts., Hoboken, N. J., offers a 
counter display containing the HF 
Assortment of Wyteface steel tapes. 
The display is compact and colorful 
and measures 17 inches wide by 7 
inches high. The assortment consists 
of eight tape rules in various lengths 
and one 50-foot tape. For more in- 
formation— 

Circle No. B42 on coupon, pg. 52 


a 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers several sales 
aids for dealer use in merchandising 
Fitler products. (1) A cardboard 
counter display containing 100 ft. 
connected coils of manila or sisal rope 
in sizes 4”, 5/16”, 3%” and 4%”. (2) A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 
A small charge is made for this rope 
rack when ordered with 140 Ibs. or 
more of rope. (3) A rope merchandiser 
that handles seven sizes of rope— 
displays, measures and cuts rope to 
desired length. A small charge is 
made for this merchandiser, shipped 
freight prepaid. (4) An attractive box 
containing Fitler Polyethylene Water 
Ski Tow Rope or Fitler Manila Water 


Ski Tow Rope. There are six boxes to 
a master shipping carton 

To all dealers handling Fitler 
Brand Manila Rope, Fitler will 
furnish a blue and yellow laminated 
metal sign for counter or wall use 
For more information— 

Circle No. B43 on coupon, pg. 52 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plastic 
construction at no extra cost for the 
TD-48 Hold-E-Zee screwdriver as- 
sortment. This Tenite display holds a 
stock of 48—17 types and sizes—one 
to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 

Circle No. B44 on coupon, pg. 52 


Scott-Atwater Manufacturing Co., 
Inc., 2901 East Hennepin Ave., Minne 
apolis 13, Minn., in its “Advertising 
and Promotion Handbook for 1956” 
covers all of the sales promotion ma- 
terial available to Scott-Atwater 
dealers in 1956. This material includes 
free mats and ad builders; giant win- 
dow streamers which feature the 1956 
line; handout stuffers: line folder: 
color postcards; dealer decal; im- 
printed match books; service uni- 
forms; and copy for radio com- 
mercials. An indoor sign, in three 
colors, plastic, 50” x 14”, and illumi- 


tubes, and 
illuminated 
are among 


infor- 


nated two fluorescent 
an outdoor sign 72” x 36” 
by four fluorescent tubes 
the signs For 
mation— 


Circle No. B45 on coupon, pg. 52 


by 


available more 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
which may be obtained in mod- 
quantities without charge upon 
request. Counter models for three 
styles of Saw Horse Brackets and one 
style of Folding Leg Brackets are 
available without charge under cer 
tain conditions through alers 
For more information 

Circle No. B46 on coupon, pg. 52 


self 
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wholes 


National Lock Co., Rockford, IIL, 
will supply single- and double-col 
umn newspaper mats without charge 
to customers featuring National Lock- 
Cabinet Hardware, Furniture 
ngs, and Tutch Latch. En- 
enclosures describing the 
products are also available. For 
counter sign is offered 
The Select-a-pak 
introduced as a 
stove bolts 
packed in 


sets, 
rrimmi 
velope 
same 
Locksets, a 
without charge 
merchandising 
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and products 





more and more dealers 
are saying: 


“Let’s handle | © 


RIFFI 


Here’s the 
hinges to handle” 
the trade’s way of saying, 
“We like to 
products. 
wrought steel butts 
shelf hardware. Just dis- 
play them, and you'll sell 
them. Order in any selec- 
tions you know your cus- 
tomers want. 


GRIFFIN * 


Cat. #88177 


Template Butts, Ball Ls 
with permanestly attached 


MANUFACTURING CO. 
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small compact boxes which have 
clear acetate sliding covers. Counters 
COMPLETE ro) Cele) and display boards which enable re- 
tailers to display a complete line of 
hardware in a small compact space 
J Rele)" SWEEP DISPL AY for the Wood Screw and the Stove 
Bolt assortments are given free. For 
more information— 
- 2 Circle No. B47 on coupon, pg. 52 
brings increased 


Atlas Asbestos Co., North Wales, 
Displays and Pa., wick manufacturers, furnish, 


volume on profitable FIBERAT TER srctts wonaies 


through wholesalers, metal merchan- 
' disers and cardboard counter dis- 
floor sweeps 1] plays with the purchase of merchan- 
dise. Two displays are the metal 
merchandisers for Glaswik and 
Flamemaster which not only keep 
el styles COE ton ist 100-foot rolls of these wick brands 
a oe clean, fresh, and easy to cut, but re- 
aie, mind customers to order wick. With 
the 5%’ rolls of Glaswik, Flame- 
master and Beswik, a counter display 
is furnished with every dozen in- 
dividual boxes of a size — the in- 
Selle euecne dividual boxes being packed one 
by use | dozen to a counter display. For more 

and proper information— 

— a Circle No. B48 on coupon, pg. 52 


McKinney Manufacturing Co., 
Pittsburgh 33, Pa., manufacturers of 
forged iron hardware, makes avail- 
able to dealers special window dis- 
plays promoting the company’s line of 
products. Also offered are a number 
of colorful and informative envelope 
stuffers of interest to home-owners 

w ar and prospective builders, and a 
Floor S eep | A booklet designed to help in the selec- 
tion of hardware for the home. Deal- 
Display No. T j ers may obtain also a wide range of 

; advertising mats. Currently available 
P . F is an assortment of carded hardware 
Here’s your opportunity to increase volume and enjoy complete with display rack. For more 
greater dollar return on Oxco floor sweeps, just as stores — ‘Re. B 40 on coupon, pe. 82 
all over the country are doing. This handsome Display, 
, : : Ocean City Manufacturing Co., “A” 
a complete selling and storage unit, brings floor sweeps and Somerset Street, Philadelphia 34, 
"a., is blishing a monthly news- 
out of the stockroom, makes them ular sellers Pa., is publis! ; 

, Pop and letter for fishing tackle dealers. The 
publication is designed to give tackle 
dealers information so they can make 
more profit. For more information— 


18 SWEEPS AND HANDLES PLUS METAL RACK Circle No. B50 on coupon, pg. 52 


: . The Patterson-Sargent Co., 1325 E. 
All packed in one carton. Easy to set up—no complica- 28th St., Cleveland 14, Ohio, publishes 
ted bolts or nuts—rack simply unfolds and it’s ready for a complete catalog of suggested deal- 
2 : er sales aids. These include radio 
stocking. Top sign tells customer style of sweep needed commercials, window and outdoor 
for his floor surface. Saves your selling time yet brings signs, transfers for windows, fixture 
plans, suggestions for direct mail, 
give-aways, and window displays, 
and suggested copy for newspaper 
ads. For more information— 
Circle No. B51 on coupon, pg. 52 


A O. F. Mossberg & Sons, Inc., P. O. 

a " Box 1302, New Haven 5, Conn., 
- , makes available to dealers a two-col- 

i : ’ or window streamer promoting its 


OX FIBRE BRUSH ee Comey, INC. line of guns, advertising mats, enve- 


FREDERICK MARYLAND lope stuffers, a sales manual, a color- 
ful counter card, gun rack, and Guide 
Book to Rifle Marksmanship. In ad- 
dition, the company offers dealers 


real money-makers. 


more sales at a nice profit! 
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{%) Merchandising Zps: 


For the quickest sales ever... 
show ’em— 


CYCLONE INSECT WIRE SCREENING 


The magnified section above shows Cy- 
clone’s Improved Multiple Wire Selvage 
Wide, straight and firm, it lies flat and 
makes it easier to stretch the screen square 
and get a neat, smooth screening job 

In talking with prospective customers 
about Cyclone “Red Tag” Insect Wire 
Screening, point out all of its advantages. 
Demonstrate how it lies flat without curl- 
ing. Explain how the extra-protective finish 
increases and preserves the attractive ap- 
pearance of all three long-lasting grades 
(GALVANIZED, BRONZE, ALUMINUM) of Cy- 


clone Screening. And be sure to call 
special attention to the familiar Cyclone 
“Red Tag” trade-mark. They know the 
name—and that it stands for top quality 
all the way 

Cyclone Insect Wire Screening comes in 
standard 18 x 14 mesh, in 24, 26, 28, 30, 
32, 34, 36, 42 and 48-inch widths. It com- 
plies with all requirements of Commercial 
Standard CS-138-49 as issued by the 
National Bureau of Standards, United 
States Department of Commerce. See or 
call your jobber today. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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free electrotypes as well as radio and 
TV commercials. For more informa 
tion— 

Circle No. B52 on coupon, pg. 52 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, and 
counter costs for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent dis- 
play. The 26 different pliers on this 
board are securely fastened in place 
and are lacquered to make an attrac- 
tive, long-lasting display. The board 
is %” plywood, measuring 24” x 30”. 
Display boards 57, 75-A and 87, of the 
same size, are dispensing boards con- 
taining selected assortments or the 
complete line of pliers which may be 
sold right from the boards. No charge 
is made for the boards when mer- 
chandise is purchased, boards re- 
maining company property. Small 
4%” pliers available in 5 different 
patterns are merchandised on 3-color 
display board and are also available 
in a velvet lined fitted case. Adver- 
tised as Channellocks “Little Champ” 
pliers. A counter promotion kit has 
been designed to contain 9 of the 
Heavy Duty Slip Joint pliers—four, 
6”; three 8”; and two, 10” patterns 
Each plier is individually cartoned 
and all 9 pliers are packaged in a 





AIM FOR BIGGER 
SPEAR GUN SALES... WITH 


Tiger 


(Pot. pending) 


Shark 


SPEAR GUN 
Priced to sell fast at 3” list 


Here’s an exciting new Sales oppor- 
tunity! For the first time, a simple, 
effective gun designed to sell at the 
irresistible price of just $3.95! 
Non-slip finger grips on the fiber- 
glass gun assure easy operation. 
Powerful rubber bands can be re- 
placed easily, if necessary. Safer, too, 
because Tiger Shark has no trigger. 
Hottest skin-diving item in the 

U.S. today...write for complete 
details on how you can cash in on 
this rich market now! 
A A A 








PRODUCTS, INC. 


740 S.W. 8th Street Miami, Florida 
MANUFACTURERS OF QUALITY 





SKIN DIVING EQUIPMENT 


blue and white on silver foil carton. 
For more information— 
Circle No. B53 on coupon, pg. 52 


Bolens Products Division, Port 
Washington, Wisconsin, currently of- 
fers for dealer promotional use ma- 
terial for a colorful window display, 
a mobile display showing company’s 
complete line of outdoor power equip- 
ment, a_ three-color identification 
banner with hangers illustrating the 
four lines of power equipment and 
explanatory literature on all prod- 
ucts. For more information— 

Circle No. B54 on coupon, pg. 52 


Jackson Manufacturing Co., Harris- 
burg, Pa., has available a 3-fold cir- 
cular in color, which can be used as 
counter circulars or mailing stuffers 
on its complete lawn and garden 
equipment line. These stuffers are 
available upon request. For more in- 
formation— 

Circle No. B55 on coupon, pg. 52 

——o tee | 

Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’ 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Circle No. B56 on coupon, pg. 52 


Kaiser Aluminum & Chemical 
Sales, Inc., Building Products Dept., 
919 N. Michigan Ave., Chicago 11 
Ill., has available a pocket-size calcu- 
lator to speed and simplify aluminum 
roofing calculations. The new “Con- 
version Calculator” is made of heavy 
cardboard and operates like a slide 
rule. One side of the calculator lists 
computations for corrugated and five 
V-crimp roofing sheet in 26-inch 
widths and in lengths ranging from 
six to 12 feet. The other side contains 
similar data for 48-inch wide corru- 
gated sheet. For more information— 

Circle No. B57 on coupon, pg. 52 


Zebco Co., 1131 East Easton St., 
Tulsa 1, Okla., offers to dealers a 
number of folders containing descrip- 
tive material on its reels, together 
with a Goodstix window display 
Catalog sheets are available featuring 
the five models of reels manufactured 
by the company. For more informa- 
tion— 

Circle No. B58 on coupon, pg. 52 


Buch Manufacturing Co., Elizabeth- 
town, Pa., has available for dealers a 


display kit free of charge. The kit 
contains a counter card, 9” x 18”, 
printed in two colors; three gummed 
window and door stickers, featuring 
home barrows, spreaders and lawn 
carts; and a giant streamer, 12” x 28” 
printed in two colors. All merchan- 
dising material is printed in Bermuda 
Green and black which matches the 
color of the Buch line of lawn care 
equipment. For more information— 
Circle No. B59 on coupon, pg. 52 


The Enterprise Manufacturing Co., 
Akron 9, Ohio, makers of Pflueger 
fishing tackle, has available for deal- 
ers a window display kit which con- 
sists of a central illustration plus dis- 
play cards on major items. Other sales 
aids include: Trade Catalog #92 is- 
sued February 1956, consumer cata- 
log #192 issued in March 1956; deal- 
er mats on most reels; proofs of line 
and half-tone cuts on most products; 
and a counter display rack for bait 
cards which measures 10 inches high 
by 10 inches in diameter. For more 
information— 

Circle No. B60 on coupon, pg. 52 


Lebanon Chemical Corp., Lebanon, 
Pa., offers a number of free merchan- 
dising aids for its line of fertilizers, 
weed killers, insecticides and fungi- 
cides. A metal store sign “Authorized 
Dealer” is 15” x 12”, silk screened in 
black and Day-Glo red on white 
baked enamel finish. Leaflets and 
stuffers are in two and three colors 
and offer wide variety. A 1-minute 
or 20-second radio announcement on 
any product plus newspaper mats and 
window streamers are also offered. A 
Dealer Aid Folder, 17” x 22”, fold- 
ing to approximately 8%” x 5%”, 
two colors, two sides, describes all 
merchandising aids for the dealer’s 
convenience and is available without 
cost. Lebanon also will pay 50 per- 
cent of newspaper and radio adver- 
tising expense upon presentation of 
invoice and proof of insertion and 
use. For more information— 

Circle No. B61 on coupon, pg. 52 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 inches 
of space. A clear cover highlights the 
high speed drills which are held in 
supporting holes and serve as a drill 
gauge. The size and price are marked 
and quantities are varied according to 
demand. The cabinet has a storage 
rack for extra stocks. An information 
chart is also available. 

The Hanson Self-Seller Display 
Cabinet for taps and dies contains 
initial assortment of taps, dies, screw 
extractors, die stocks and _ tap 
wrenches, including all popular sizes, 
and is graduated according to normal 
customer demands. The cabinet re- 
quires counter space 18 inches x 13 
inches and has space in the back for 
extra stock. For more information— 

Circle No. B62 on coupon, pg. 52 
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Mirro Gift Ware 


A new Gift Ware line is announced 
by Mirro, of Manitowoc, Wis. The 
new aluminum Gift Ware combines 
modern, functional styling with gold, 
burgundy and copper-tone alumilite. 
Colors are said to be permanent. 





New items in the line include a 
fruit dish, candy dish, tidbit dish, 
candle holders, hostess bowls, scal- 
loped planters and a wall planter. 
Prices range from $1.50 to $5.75. For 
more information— 

Circle No. 266 on coupon, pg. 52 


Twin Pack Netting 


The new Poultry Netting Twin 
Pack has been designed by The Gil- 
bert & Bennett Manufacturing Co., 
Georgetown, Conn., as a method of 
winding two connected rolls (two 
rolls in one piece) that can be sold 
either as one continuous roll or 
snipped apart and sold as two in- 
dividual tight-wound rolls. 

Twin Packs can be made up in 
various combinations. Prior to mar- 
keting the netting package, Gilbert & 
Bennett has prepared a question- 
naire for dealers to indicate the com- 
binations which best suit their 
needs. Combinations in which Twin 
Packs can be produced in both 1- 
inch and 2-inch Hex netting include: 
50-ft. length rolled in two parts to 





make 25- and 25-ft. rolls; 75-ft. length 
—25- and 50-ft. rolls; 100-ft. length— 
50- and 50-ft. rolls; 125-ft. length 
50- and 75-ft. rolls; 150-ft. length— 
50- and 100-ft. rolls; and 150-ft 
length to make 75- and 75-ft. rolls 

Dealers who have not received a 
questionnaire may obtain a copy by 
writing to the company. For more in- 
formation— 

Circle No. 267 on coupon, pg. 52 


Propane Torch 


A completely new and redesigned 
propane torch called “Util-i-Torch” 
has been developed by The Turner 
Brass Works, Sycamore, Ill. It is a 
full size torch with regular size fuel 
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For more information on these new products 
use the return free post card on page 52 


tank that is designed for homeshop 
use, repair work, starting charcoal 
fires, electrical work, laying tile, re 
moving paint and many other uses 
The torch burns up to 15 hours on 
one cylinder of clean burning pro- 
pane gas at temperatures up to 2300 
degrees Farenheit. Fuel cylinders are 
disposable type. The “Util-i-Torch” 
retails for $4.99. For more informa 
tion— 
Circle No. 268 on coupon, pg. 52 


Bicycle Locks 


An assortment of one dozen bicycle 
padlocks, selling for 49 cents, 75 
cents, and 98 cents, packed in a dis 
play box, is available from Slay 
maker Lock Co., Lancaster, Pa 


The new display unit is known as 
SM1 and contain each of 
#311EB, which is die cast, #453E, 
which is a combination lock and 
# 8401E, a brass lock. The full assort 
retailer for $5.92 


four lock 


ment goes to the 
and offers him a profit of $2.96 

The display is made of corrugated 
coated stock and is self-contained, re 
quiring no additional packing. For 
more information 


Circle No. 269 on coupon, pg. 52 
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Push-Pull Plug 


A completely new principle in 
electric plugs that features wiring in 
five seconds without the use of any 
tools, is found in the new Jiffy Push- 
Pull Plug now being manufactured by 
Eagle Electric Manufacturing Co., 
Inc., 23-10 Bridge Plaza South, Long 
Island City, N. Y. 

There are no moving parts to nais- 
align or get out of order and it is said 
to give eight times the contact area 
of the standard automatic plug. Com- 
mon #18 Parallel cord is pushed 
through one slot into the other and 


then pulled tightly. The tighter the 
cord is pulled, the better the contact. 

A metal wedge 3/16-inch long en- 
ters directly into the cord end, with- 
out piercing any insulation. By this 
principle the contact wedge is com- 
pletely surrounded by copper wire 
for its entire length. 

The cord comes from the side of 
the plug. The Jiffy Plug has finger 
grips for disconnecting or inserting 
into wall outlets, and also has spring 
prongs to make better contact. 

The Eagle Jiffy Push-Pull Plug, 
Cat. No. 900, is listed by Under- 
writers’ Laboratories and is available 
in brown or ivory bakelite. It is 
merchandised on individual cards, 25 
to a colorful display box or on a dis- 
play card of 25. For more informa- 
tion— 

Circle No. 270 on coupon, pg. 52 


Mousetraps Display 


The McGill Metal Products Co., 
Marengo, Ill., announces a new 2-Pac 


display package for its “Alsteel” 
Mousetraps. The new merchandising 


package has a special perforation for 
wall hanging. It is available with im- 
printed prices or with a blank bulls- 
eye. 

The “Alsteel” Mousetrap is a 
nickel plated steel trap that is set by 
depressing the rear of the trap with 
either hand; the mouse is ejected in 
the same manner. For more informa- 
tion— 

Circle No. 271 on coupon, pg. 52 


“Rock Hopper” Lure 


A deep running, floating lure, the 
Rock Hopper, is announced by the 
South Bend Tackle Co., Inc., 1108 
South High St., South Bend 23, Ind. 
With a power-dive action, the Rock 
Hopper is said to run deeper actually, 
when trolled or retrieved, than its 
own weight in lead. 


Made of injection molded tenite 
plastic, it has a clear nose scoop 
which is invisible under water and 
permits the Rock Hopper to trip over 
and clear rocks and snags. Its bal- 
ance permits both a fast or slow rate 
of retrieve and being buoyant, will 
pop to the surface when not re- 
trieved. 

A duo-depth control is provided by 
two precision-drilled holes in the 
nose scoop which permit change from 
deep running to shallow. The new 
jure is now available in two spinning 
sizes, 1/6-oz. (No. 675) and “4-oz. (No. 
676), in six natural finishes each. The 
676 Pike Scale P is illustrated. A 


%%-oz. size will be made also. For 
more information— 
Circle No. 272 on coupon, pg. 52 


Display Equipment 


Maximum use of wall space for 
self-service display is said to be pos- 
sible through the use of “Shure Sell” 
double standards, brackets, price 


strips, division holders and bin glass 
offered by the Reeve Co., Rivera, 
Calif. 

The shelves are adjustable at one- 
inch intervals. Merchandise in the 
bins is easy to see and conveniently 
at hand. For more information— 

Circle No. 273 on coupon, pg. 52 


Portable Leaf Burner 


A portable leaf burner is intro- 
duced by the Metal Products Co., 
Quincy, Il. 

The all welded steel burner has 
large 10-inch wheels for easy han- 
dling. The leaves are held well off the 
ground to avoid scorching and ex- 
pansion bars at each corner eliminate 
warping or bulging. The burner is of 
sufficient size to handle a large 
quantity of leaves. For more infor- 
mation— 

Circle No. 274 on coupon, pg. 52 





Waterless 


Nationally Advertised! 


In 


POPULAR SCIENCE 


Loosens Rusted Bolts 


nuts... screws... parts 
3 Ox. Can 30¢ list 
(12 to Display carton) 


Rodictor Specialty Co. 
Chorlotte, N. C. 


HAND CLEANER 


ead ‘ oves and leading 
xe ond ol — FARM MAGAZINES 
prevents chapping. coast to coast 

OVER 10 MILLION ADS 


e@ month! 


2 and 4 LB. CANS 


Ask Your Wholesaler! 
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Make your shop 


Flood Protection Cenfer 
with FAIRBANKS-MORSE cellar drainers 





Fairbanks-Morse cellar draincrs, plus F-M co-op advertising, 
can make your shop the local relief headquarters when rains, 


melting snows, flash floods and backed-up sewers create an 


emergency. 


A 


t 

















New F-M cellar drainers 


Fairbanks-Morse offers two improved cellar 
drainers—Models 56A and 56B. These 
quiet-running pumps feature a corrosion- 
resistant molded nylon impeller and a shell- 
molded body. As a result, these pumps give 
better performance with minimum use of 
power. 

Both pumps are powered by a % hp. 
115-V, 60-cycle, continuous-duty type 
motor, and have a thermal overload relay 


and a built-in two-pole type switch. These 
pumps will pass solids up to 5/16” in diam- 
eter without clogging impeller. Both models 
can easily be installed in sumps only 12” 
wide and 24” deep. 


Now is the time to order cellar drainers to 
meet seasonal emergencies. For prices and 
discounts, and the details of the widely used 
F-M co-op advertising plan, see your F-M 
salesman, or write Fairbanks, Morse & Co., 
Dealer Division, Dept. SH-7, Chicago 5, Ill. 


CONSTRUCTION FEATURES 





Parts 


Model 56A 


Model 56B 





Impeller 

Body 

Column 

Base 

Shaft* 

Impeller bearing 
Float cable 
Floats 








molded nylon 
shell-molded iron 
steel 

steel 

steel 

bronze 

stainless steel 
plastic 





molded nylon 
shell-molded bronze 
brass 

brass 

brass 

bronze 

stainless steel 
plastic 








*Stainless steel through impeller. 


Model 56A—can be featured at $45.75 


FAIRBANKS-MORSE 


a name worth remembering when you want the BEST 


» 
~ , 


1 
lm 


Molded nylon impeller is strong but 
light in weight. Designed for minimum 
turbulence and higher efficiency. Ac- 
curately balanced for quiet operation. 
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New Display 


FULL MARK-UP! 


GLAZIERS’ 
POINTS 


FREE 

DRIVING 

TOOL... 

New display 

box contains 

2 dozen 

boxes of Red 

Devil zinc coated glaziers’ points. It 
gives you extra sales! Each 10¢ box has 
FREE driving tool! A sure-fire sales 
builder. Get your RD #22 Display 
NOwW. 








‘e200 wean e SEGuteeco ws ea OFF 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red al 


#eot tape au ws q tr 


TRACTOR S$ CUSHIONS 





For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 


Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 











Garden-King Planter 


The new Garden-King small plant- 
er introduced by Cuthrell Machine 
Works, Inc., 3505 Franklin St., South 
Norfolk 6, Va., is designed for plant- 
ing bulbs, fertilizing trees, planting 
small flowers, shrubs and_ grass 
plugs. The bottom jaws are beveled 
and ground for ease of digging, par- 
ticularly in soil matted with vegeta- 
tion. 


The planter is of steel construction 
throughout. The mechanism for 
actuating jaws are roller chain 
bicycle links which will last indefi- 
nitely if corrosion is checked, ac- 
cording to the company, but are re- 
placeable should corrosion be al- 
lowed. 

Height of the planter is 28 inches; 
weight, 342 pounds; and color is red, 
plus a green sticker with black let- 
ters. The jaws are three inches in 
diameter, six inches long, and 1/16 
inches thick. For more information— 

Circle No. 275 on coupon, pg. 52 


Select-O-Lock Wrench 


Select-O-Lock, a new locking ad- 
justable wrench, is announced by 
Utica Drop Forge & Tool Corp., 
Utica 4, N. Y. 

A copper colored lock button fit- 
ting into the knurl section of the 
wrench allows locking and unlocking 


> 
‘ ‘ . . bs] | 
CLASSIFIED 
Aa " . 4 





WE NEED 

4 District Sales Manager for the South 
eastern and Southwestern States 
4 large and ell-established company, due 
to the increasing owth of the Southern 
market is re a Manager 
pian supervise 
lished sales 
tributed thre 
nels and is sto« 
n the South 
and consumer 
We are looking for 
‘id who has prove 
has a folle 
hardware distr 
personality wt 
nable him t 

stome 


etter ‘ s ‘ 4 } 
with our Sales Manager 
Southern mnesware, 

NUE Atlanta 8, G 














rot. Sturdy 7¥2 Ibs. 
Adjustable to any can, 15” to 20” 
diameter. Beautiful emerald green. 
Money-back guarantee. $3.85 each 
For resale 50% discount 
on 12 or more units. 

F. ©. B. Plant. 
O DECATUR CAN HOLDER COMPANY 
© '551 East College Avenue, Decatur, Ga. 

State franchises available 








with one hand. By pushing the but- 
ton, the wrench locks at any desired 
position. When the button is pulled, 
Select-O-Lock becomes a convention- 
al adjustable wrench 

Select-O-Lock wrenches, to be 
known as the 93 series, are available 
in the 6-, 8-, 10- and 12-inch size. For 
more information 

Circle No. 276 on coupon, pg. 52 


Portable Nipple Tray 


A portable tray for carrying vari- 
ous nipple sizes is being made avail- 
able by Union Malleable Manufac 


turing Co., Ashland, Ohio 

The new 66 Tote Tray is of corru 
gated board construction. It has a 
measuring guide above each space 
for selection of any one of 66 nipples 
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ranging in 11 lengths from close to Electric Trimmer John C. Cairns, president of the 
six inches. Black and galvanized parent company, has announced 
nipples, ¥2-inch or %4-inch diameter, Model 1301 Electric Trimmer is in- that Stanley aniiere has been 

are packed in the carrier. troduced by Portable Electric Tools, ee Tage ar . aa 
The Tote Trays, which are finished Inc., of Chicago, Ill. The 13-inch cut- made the official designation « 
in silver grain and decorated with ter bar is constructed of hardened this operating division in line with 
red and black printing, are shipped steel, has 15 cutting teeth, and a a newly-adopted policy which 
individually with removable protec- stroke of 21/32 inch eventually will be extended to 
tive covers. For more information— every one of the company’s manu- 
Circle No. 277 on coupon, pg. 52 facturing operations. The hand 
tools operation has been known as 

Stanley Tools for many years. 

Steel Lawn Rake Extensive changes are already 
Rugg Manufacturing Co. Green- under way to make Stanley Hard- 
field, Mass., is introducing the new ware effective as a division of 
“Regal” Steel Lawn Rake #49. The Stanley Works, including the 
revision of invoices, letterheads 
and other paraphernalia necessary 
to the functioning of the operation 
Representatives of Stanley Hard- 
ware throughout the country have 


The motor is a Universal AC, 115 ; 
been notified of the re-designation 


volt motor with a speed of 850 strokes 
per minute. The insulated shock-re- of their division. Henry V. Pelton, 
sistant handles are located at a point a vice-president and director of 
of balance to give ease and comfort The Stanley Works, is chief execu- 
while using. tive officer of Stanley Hardware 

The trimmer comes in a blue and o 
gray hammerloid finish; it has a 6- 
foot, 3-wire, conductor cord and plug A W. Dunn Named Vice- 
and weighs five pounds. Retail price President of Carlon 
is $29.95. For more information- 

Circle No. 279 on coupon, pg. 52 BRIGHAM Britton, president, 
Carlon Products Corp., Cleveland, 
Ohio, announces the appointment 
of T. W. Dunn as vice-president 
and general sales manager of all 
divisions of the company 


The new rake has 20 high carbon Stanley Hardware Now 
spring steel teeth, an 18-inch heavy Offi ° 1 Di _ N 
carbon steel head, and a 48-inch icial Division Name 
hardwood handle. ‘The heads are CUSTOMERS who have been pur- For the past two years, Dunn 
packed one dozen in a carton and rm "ee duane on , ‘, é : 
handles are packed one dozen in a chasing Stanley hardware from 1as served Carlon as sales man- 
bundle. Shipping weight is about 20 The Stanley Works, of New Bri- ager. Prior to his coming to Carlon, 
pounds per dozen. For more informa- tain, Conn., will deal henceforth he had been associated for five 
tion— with Stanley Hardware, a division years with the Atlas Plywood 

Circle No. 278 on coupon, pg. 52 of The Stanley Works Corp., Boston, Mass 








ae. CHAIN 


W. BC. Suit Peinhing Co FFD) AMERICAN CHAINS gam 


Deportment SH-56 C) New 
806 P ht St.. N. E. C) Renewal for Farms, Homes, Industry 
—_ - products and Transportation 
At . i 
lanta 8, Georgia — 


Please enter my subscription to SOUTHERN HARDWARE for 3 years. for Steady Profits all year ‘round— teow 
f 


tome ———- : Buy AMERICAN 
Display AMERICAN — 


P. O. Box or 
in this sales-making Stand} 


| EE eS 
AECcO Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 








i EE ee 


Fire it ome . BPs American Chain Division 
AMERICAN CHAIN & CABLE 


York, Pennsylvania * Bridgeport 2, Connecticut 


(C0 Enclosed find $2.00 (0 Send bill for $2.00 

















€(MARSHALLTOWN) 
I] TROWELS 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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ICES 








BOKER tools are as finely made as the famous BOKER 
TREE 4 BRAND Cutlery ... from special analysis, 
chrome vanadium steel—every tool load-tested, diamond- 
tested for hardness, and accurately machined. Your cus- 
tomers will go for them! 


Heavy duty Combination Pattern Snips will 
cut curves as well as straight lines, Other 
patterns and sizes also available. 


é 


76507 ~— 10" siz 
Patented Groove- 
Grip, 5 position 
adjustable Pilier- 
Wrench — cannot 
slip. Forged ribs 
and grooves. 


ia 


A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 
work. The all around home tool, 


5332 6" a 7” sizes 


Heavy duty side cutting Plier widely used 
by linesmen and electricians and for 


maintenance repair. 
Bm 25179 s"-6 


Diagonal cutting Plier used by 
telephone, radio and electrical 
workers, ‘‘Do-it-Yourselves”’ and 
for general maintenance repair. 





bw 
Chrome plated finish, spe- 
cial alloy steel thin 


Wrench. Exceptionally 
strong. 


4POST 


Recognized Value 


Compound action Aviation Type 
metal Snips. 81 cuts left; 82 cuts 
right; B83 universal straight cut. 











“Spring-Wing’’ 


TOGGLE BOLTS 


5 different head styles to suit the job 


heads assembled 
to bolts — ready 
to use 


threads 
factory 
tested 


zine plated — 
rust-proof 


King size 
as well as 
regular wings 


Paine's spring- 
wing action 


never fails 99 sizes — types 


EASY TO USE 
DO THE JOB RIGHT 
SAVE TIME AND LABOR 


when you work with hollow walls and ceilings 


THE PAINE COMPANY, 19 Westgate Road, Addison, Illinois 








WHY pass up 
Wheel Profits ? 
This ALLIED Display 


MAKES MONEY 
For you! 


THOUSANDS = 


OF USES For HOME 
CRAFTSMEN—HOBBY 
And “DO-IT-YOURSELF” 
ENTHUSIASTS! 

And - for replacement 
of worn wheels on all 
sorts of rolling products. 
A truly BIG market! 


ALLIED 


ASSORTMENT No. 100 INCLUDES: 
26 WHEELS Two each of 13 proven, fast selling 


sizes: 5°’ to 12°’ dia. Y2"’ axle bore 
6— AXLE BUSHINGS—to reduce oxle bore to 14" dic. 

6 — AXLE BUSHINGS —to reduce axle bore to 4" dio 

= WHEEL DISPLAY—Complete os shown cbove in 

attractive colors. Size: 27°’ x 19'4"" x 13°” 

Cash Im—The ALLIED No. 100 Assortment is 

designed to attract the impulse buyer! Your 

inventory turnover will be pleasing! 


ALLIED WHEEL PRODUCTS, inc. 
Write Dept. S * 27 Broadway * Toledo 4, Ohio 
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Cash savings count with tractor prospects... 


Case dealers have a real sales clincher... 


} 








- 

- 
- 
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- 
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Sell a man an engine that gets more power from a pound of gasoline than any tractor engine ever built 
before .. . a gas engine built with the rugged strength and super-precision of a diesel .. . and you sell 
him solid economy in both daily operation and annual upkeep. Give him eight overlapping gear speed 
forward ... full-duty gears built into the regular transmission ... and you give him the way to make th 
most of every horsepower, every man-hour. For farmers in the 4-plow bracket ... farmers whose acreage 
makes them figure production costs with a sharp pencil . . . Case dealers have exclusive sales appeal in 
the Case “400” Tractor. J. I. Case Co., Racine, Wis. 


SOUTHERN FARM EQUIPMENT is published monthly at 116 E. Crawford St.. Dalton, Ga., by W. BR. C. Smith Publishing Compa 
Executive and Editorial Offices: 806 Peachtree St " tlanta 8, Ga. Accept lled reulation publica 
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itl FACTS AND TRENDS 
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> Farm Income 


Though the volume of farm marketings was larger in the first four months 
of 1956, prices averaged about 6% lower. The result: cash receipts for 
the period at 7.9 billion dollars were down 5% from last year. Prices 
moved up slightly in April accompanying a small increase in prices 
paid by farmers. 


> Commodities 


Winter wheat crop is now estimated at 681 million bushels, 3% smaller 
than last year . . . Peach crop in the southern states is estimated at 
9.4 million bushels, well-above the freeze-damaged '55 crop but down 
from the average yield by about 29%. . . cotton prices in April averaged 
55.50 cents per pound, continuing a rise that began last October... 
Auctions for the 1955 Maryland tobacco crop opened on May 1 with grade 
prices topping the previous crop. 


> Farm Employment 
Farm employment rose seasonally to 7,754,000 as the second quarter 
opened. Farm work force still was 4% smaller than during the same period 
last year and 8% less than the 1951-55 average. Wage rates averaged 
about 5% higher. 


Costs of Marketing 


ketings have gained only 13%. As a result the farmers’ share of the 
consumer's dollar has fallen from 53 cents to 41 cents in a decade. 
In 1956's first quarter there was a further drop to 39 cents. 


Factory Shipments 


Value of farm equipment and machinery shipped by factories in March 
was 8% above February, but 22% below March, 1955. First quarter 
1956 shipments were 59% above 55's 4th quarter, but 14% below the first 
quarter of last year. 


Surplus Crops 


At the end of March the Commodity Credit Corp.'s investment in price 
support crops amounted to 8.7 billion dollars, up nearly 1.5 billion 
from a year ago. Over 80% of this investment is in three crops: 
wheat, cotton, and corn. 


Cotton Consumption 


Domestic consumption of cotton for the last year has been slightly lar- 
ger than in the previous year. However, exports of cotton have been 
off sharply. 
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By Theron Garvin 


ESPITE the keenest competition 

for sales, Oil City Tractor Co., 
Beaumont, Texas, has maintained 
its sales volume at satisfactory lev- 
els, and during 1955, in fact, en- 
joyed its best year since the com- 
pany was established. Chief cregt 
for this record is given to the va- 
rious sales ideas which the oper- 
ators of this company constantly 
try out as a means of keeping the 
ledger well in the black. 

“When the war years ended and 
tractors and equipment became 
more plentiful we found that we 
had to keep looking for new sales 
ideas that would sell farmers and 
ranchers on buying these new ma- 
chines from us,” explained Johnny 
Walker, owner of the company. 
“For example, we have used, with 
good success, mobile telephones for 
fast, emergency repair service, and 
have used outside salesmen for 
making regular calls on customers 
at least once a month, During one 
year, 1954, we followed a regular 
practice of conducting customers 
through our shop, parts section and 


Charlie Schmucker, left, draws up 
sales plan for farmer to discuss 
with family 


74 


Sales 


Company's mass display of trac- 
tors has been an effective way 
of attracting attention and draw- 
ing more prospects to the sales 
lot. Recently constructed terrace, 
below, is excellent place for dis- 
playing small implements and in 
warm months provides a place 
for farmers to gather 





Ideas 


that keep the ledger black 


showroom, the idea being to let 
our facilities for service convince 
the customer that he should buy 
from us. We used still different 
ideas in 1955 and they worked so 
well we are using them again this 
year.” 

For one thing the company has 
a meeting every Monday night for 
all salesmen, and other employees 
if they can attend. These meetings 
are kept short and made as inter- 
esting as possible. All problems 
are brought up and ironed out and 
all employees are asked for their 
opinions and suggestions as to how 
problems can best be solved. 

“We have tried extremely hard 
to make our employees look for- 
ward to attending these meetings, 
rather than feel that it is part 
of their job to come,’ Walker said. 
“We have succeeded in this by 
making everyone have fun, and 
at the same time handle our busi- 
ness matters. We have contests in 


which our men pair off and try 
to sell each other a given imple- 
ment or tractor. The one whom we 
judge has given the best sales talk 
is given a prize. Often, we show 
movies on machinery and travel 
films to keep the program enter- 
taining. 

“Often, at these meetings we plan 
a fishing or hunting trip in which 
many of our employees can par- 
ticipate together. This usually 
leads to a larger crowd, because 
once we tell our customers what 
we are planning, many want to 
join in the fun. We find that if 
our employees play together, they 
work so much better together. 

“Second, we hold a tractor op- 
eration contest at least once a year 
for boys from 12 to 18 years old. 
Local agriculture teachers are 
called on, and with their help, the 
contest is drawn up with rules, 
prizes and judges selected 

(Continued on page 91) 
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No. 1-PR HEAVY-DUTY 
2-ME HEAVY-DUTY 1-ROW PULL-TYPE PICKER 
2-ROW MOUNTED PICKER 





When you are an IH dealer, you have 


2-ROW PULL-TYPE PICKER 


.-. because there are 7 McCormick 


pickers and snappers to meet every 


prospect’s corn harvesting needs 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use— McCormick 
Farm Equipment and Farmall Tractors . . . Motor Trucks . .. Crawler and 
Utility Tractors and Power Units—General Office, Chicago |, Mlinois 





34HM-20 LOW-COST 
2-ROW MOUNTED PICKER 


2C-11 1-ROW 2C-10 LOW-COST 
MOUNTED SNAPPER 34HM-21 2-ROW MOUNTED SNAPPER 1-ROW MOUNTED PICKER 
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Wires dangling on the floor or 
in space in shop can spell trou- 
ble. Fasten them to walls and 
avoid decapitation of employees 


Watch out below! Lack of care in storing parts such 
as shown here can mean a cracked head for somebody 


Oil accumulation can't always be avoided, even though 
it can cause a dangerous fall. To remedy this oil 
spillage is immediately dusted with absorbent compound 


Safety in the Shop 


Shop safety can be planned! In 
fact, an established program de- 
signed to eliminate the hazards 
from working conditions can be 
one way of boosting efficiency and, 
in turn, business profits. 

That has been the experience of 


tices which can 


this press jack 


R. C. “Ed” Lee who is head of Lee 
Tractor Co., New Orleans, La. Lee 
is no mere theorist when it comes 
to safety throughout his business 
facilities. 

“The seemingly little hazards 
and little accidents are the ones 


Employees are warned against improper lifting prac- 


cause painful injuries to muscles 


Proper operation of all equipment in the shop, such as 
is essential. 
things like this happen, lead to damaging accidents 


Without careful set-up 
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Can Be Planned! 


that cost most in lost production 
time, not to mention the danger of 
being liable for damage for pay- 
ments,” Lee said. “Safety measures 
take only a little time to set up 
and a little continuing effort to 
make them effective. We have sur- 


A quick report of each accident plus immediate treat- 
is a must. Accident reports are studied often 


ment 


Periodically all electrical 


connections are 
throughout the service shop and other departments. A His 
single short can eventually result in disastrous fire 


veyed our shop, checked past rec- 
ords and pinpointed the most dan- 
gerous hazards dangerous not 
only in the size of accidents, but 
frequency as well.” 

The accompanying pictures show 
the hazards which Lee overcame. 


of equipment is 


checked 
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Company appointed an employee as 
responsibility 
safety measures continue to be improved and observed 


To avoid panic in the event of 
accidents employees are told in 
advance what to do. Company 
tries to anticipate situations 


In moving heavy machinery and equipment, proper use 


stressed as one preventive measure 


“safety foreman.” 


is that of seeing to it that all 





‘ 
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the magic of the brand 


There’s something about a touch of 
red paint on RED BRAND fence 
that attracts buyers . . . that draws 
customers to you . . . that turns sales 
resistance into a desire to buy. That 
is why RED BRAND dealers agree 
there’s a certain magic in the woven 
wire with the top wire painted red 
... the bright red Galvannealed barbs 
... and the distinctive Red Top Steel 
Posts. That’s why they sell on sight. 


_-,- 
— 
— 
— 
- 
— 
—_ 
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RED BRAND Defender 50 uf jj 


GALVAMMEALES” COPPER SEARing 


the magic of advertising 


For over 60 years, we’ ve been telling 
farmers why RED BRAND is a 
better fence. We tell them in farm 
magazines. We tell them on radio. 
Now, we’re telling them on televi- 
sion. The magic of this is that every 
week we tell almost every farmer in 
your territory why RED BRAND 
is his best fence buy. What other 
products you sell give you such 
powerful support? 


= 


ji 
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yy 
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Mokers of Red Brand® Fence - 
Red Top? 


' 
' 


Mh 


the magic of special promotions 


RED BRAND wants to do more for 
you than just help sell more fence. 
That’s why we push Practical Land 
Use. When a farmer begins this pro- 
gram, he starts to buy more and 
more of things he needs. You help 
him become a better farmer. You're 
first in line for his business. This is 
the kind of magic we like to do for 
our dealers. For more facts about 
Red Brand magic, write today. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Wlinois 


Red Brand® Barbed Wire Bale Tie 
Nails - Gotes 
Keymesh® 
* Keyweld 


Stee! Posts + Keyline Poultry Netting - 
Non-Climbable Fence + C 


Keycorner * Keybeod * 


rnamental Fence * 


Keywo 


the only fence 
line that 





YOU'LL GET MORE SALES WITH 


41094 He 
HCAS TARPAULING 





a %\ e 
SHOWING PATENTED ~ 
ROPE-IN-HEM 
CONSTRUCTION 


The Eagle Torp Assortment consists of Retail! 
Dealer Selling 
Commercial Cost Price 
Designation** Each Each 
One No. 1 Eagle Farm Tarp— 6x 8 $ 5.10 $ 7.60 
One No. 2 Eagle Farm Tarp— 8x!0 8.50 12.80 
One No. 3 Eagle Farm Torp—1!0«12 12.60 18.90 
s — One No. 4 Eagle Form Torp—l0x14 14.65 21.95 
is a ac . One No. 2 Eagle Truck Torp— 8x10 10.55 15.80 
ome 5 ONE METAL DISPLAY RACK ($10.00 VALUE) FREE 
YOU PAY YOU MAKE 


WITH THE Fa} J. A* - ‘ $B 140 S956 


. Rs | ! your r | fyll 

SK the Eagle Tarp Assortment with the td 
free display rack is a complete tarpaulin ; Order your Eagle Torp Assortment today . . . unit 

» comes to you completely assembled, torps clreody 
department . . . ready to display .. . ae ait in place. 
ready for sales! When your customers c a Ham Ho. ETA—§5! 49 Beater Cost. Ship. Wr. 65 fs. 
see the new Aluminum Treated Eagle 

**Trade or cut size. All merchandise togged 


Tarpaulins they buy! ae a cordance with F.7.C. Rules 4/18/51 as to cut si 
finished size, possibility of shrinkage, weight and 
type of moterial, ond other required information 


IMMEDIATE DELIVERY FROM YOUR WHOLESALER 
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Though cash farm income has 
dipped a bit lower, the market 
for mechanized equipment in the 
South ultimately will continue its 
expansion as farmers turn in- 
creasingly to machinery as the 
most effective means of offset- 
ting higher farm labor and other 
production costs 


The Farm Cost Situation 


With production costs continuing to edge up, 
southern farmers will seek greater efficiency 


ESPITE a further decline in cash 

farm income, the market for 
machinery and equipment in the 
South will continue to expand as 
the direct result of the high cost 
of farm labor and a continuing 
tight supply of experienced farm 
workers. 

Prices and cost rates paid by 
farmers for goods and services used 
in production averaged about the 
same this spring as they did a year 
ago, The Department of Commerce 
points out in the current issue of 
“The Farm Cost Situation.” Prices 
paid for industrial commodities in 
general, farm wage rates, and 
taxes, are higher, while prices paid 
for feed, seed, and livestock are 
lower. 


Costs and Prices 


The relationship between farm 
production cost rates and prices re- 
ceived by farmers is somewhat less 
favorable this spring than it was 
a year ago, the publication states. 
Record crop yields in 1955, heavy 
marketings of both cattle and hogs, 
and further accumulation of sur- 
plus stocks have all contributed to 
the downward pressure on farm 
commodity prices during the past 
year. 

In all, production expenses of 
farm operators were about one 
percent higher in 1955 than in 1954. 
Since 1940 all major categories of 


and economy in their farming operations through 
still further use of machinery and equipment 


farm operators’ production ex- 
penses have increased although at 
different rates. The overall ad- 
vance has been from about $6.7 
billion in 1940 to about $22.4 bil- 
lion in 1955, an increase of about 
232 percent. Depreciation charges 
on capital items, including ma- 
chinery and buildings, have in- 
creased the most, about 400 per- 
cent. 

Still, higher net farm income is 
dependent upon increasingly ef- 
ficient farm production which can 
be possible only after even further 
mechanization of farming opera- 
tions. 

In referring to the labor situa- 
tion, the publication states that 
“farm wage rates are higher this 
spring than they were a year ago in 
all parts of the country. On April 
1 the average was 4.3 percent high- 
er than a year earlier. The greatest 
increases occurred in the East and 
West South Central Regions where 
rates were 6.4 and 5.5 percent 
higher, respectively.” 

Commenting on the farm e- 
quipment situation the publication 
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said, “Dealers list farm 
machines and equipment are now 
more than double the prewar 
prices. Most of the increases in 
price had occurred before the out- 
break of hostilities in Korea in 
June 1950, but there were rather! 
substantial increases in the last 
half of 1950. From January 1, 1951 
to September 1955, prices of ma- 
chinery showed little change. In 
the last quarter of 1955, manufac- 
turers of farm machinery increased 
prices to dealers by about 4 per- 
cent and there have been similar 
increases in dealers’ list prices 


prices of 


High Trade-ins 


“Although dealers’ list prices of 
farm machines and equipment are 
now higher than for any previous 
year, many dealers are cuntinuing 
the practice of recent years of al- 
lowing more than the market value 
for trade-ins and By giving dis- 
counts for cash sales 

“Farmers’ purchases of new ma- 
chines and equipment have been 
large volume for more than a dec- 








COST RATES AND PRICES PAID BY FARMERS 


% Change—1955 from 1940 
-100 i) 


+100 +200 +300 +400 





, 
HIRED LABOR 


FARM REAL ESTATE” 

BUILDING AND FENCING MATERIALS 
MOTOR VEHICLES AND MACHINERY 
FARM REAL ESTATE TAXES* 

FEED, SEED AND LIVESTOCK 

MOTOR SUPPLIES 

FERTILIZER 


I 

















* PER ACRE 


U. & DEPARTMENT OF AGRICULTURE 











ade. Substantial numbers of these 
purchases were made to replace 
animal power and animal-drawn 
machines. With the power ma- 
chines and equipment, work ca- 
pacity was increased greatly and 
there have been substantial reduc- 
tions in the number of farmers 
and in the farm labor force. 

Numbers of wheel tractors on 
farms are now about three times 
the 1940 figure. The increase since 
1940 has been relatively larger for 
grain combines, mechanical field 
type cornpickers, milking ma- 
chines, pickup balers, and many 
other important machines, than for 
farm tractors. 

Along with the increase in num- 
bers of machines the trend in re- 
cent years has been towards use 
of larger tractors and equipment. 
Many farmers have found that the 
larger equipment permits substan- 
tial savings in labor, adds to time- 
liness in work performance, and 
often contributes toward lower 
costs of production. Reports of the 
Census of Manufacturers show that 
the bulk of the wheel tractors sold 
for farm use now have ratings of 
35 belt h.p. or more. A decade 
earlier, most of the tractors sold 
had ratings of less than 30 belt 
h.p” 


Feed Prices 


Meanwhile, prices paid by farm- 
ers for feed were down about 7 
percent in April from a year 
earlier. The supply of feed grains 
for the 1955-56 feeding year was 
8 percent above a year earlier — 
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more than ample for all current 
needs, according to the report. At 
the same time, the index of prices 
paid by farmers for seed was a- 
bout 18 percent lower in mid- 
April than a year earlier. Ferti- 
lizer costs are down, the index of 
prices paid by farmers declined 2 
percent in the year ended April 
15. It is now about 3 percent be- 
low the 1953 peak, 5 percent a- 
bove the 1947-49 level, and 48 per- 
cent above the 1935-39 level. 

The government publication 
points out that fertilizer prices 
have advanced more slowly than 
other cost rates in the last 20 years. 


J. 1. Case Announces 
Shift in Operations 


THE J. I. Case Co., Racine, Wis., 
is shifting some of its operations to 
gain improved service and econ- 
omy, notably the economy of car- 
lot shipments of harvesting ma- 
chines, the officials have an- 
nounced. 

The Main Works, located in the 
heart of the city, will be closed. 
Most of the Main Works operations 
will still be carried on in Racine 
at the Tractor Works and perhaps 
in part at the adjacent Motor 
Works. For example, the “130” 
Baler will be built on the modern 
assembly line vacated by the “S” 
Series tractors, now superseded by 
the “300” Series of the Rock 
Island Works. Personnel will be 
pretty much the same, but with 
better places to work and to park, 
according to the company. 

The other big move is the shift 
of Burlington Works production to 
the Bettendorf Works. Concentra- 
tion of combine production, of all 
sizes and models, in a single plant 
brings obvious advantages in engi- 
neering and administration. More 
important to dealers, it will permit 
mixed carloads of harvest ma- 
chines in any assortment to match 
the dealer’s market. 

So far as feasible, Burlington 
employees will be given employ- 
ment at Bettendorf. 





PRODUCTION EXPENSES OF FARM OPERATORS 


% Change—1955 from 1940 
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DEPRECIATION OF CAPITAL ITEMS 
FERTILIZER AND LIME 

FEED AND LIVESTOCK BOUGHT 
OPERATION OF CAPITAL ITEMS* 
HIRED LABOR 

TAXES ON FARM PROPERTY 
FARM MORTGAGE INTEREST 
ALL OTHER 


* INCLUDING REPAIRS 
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Why New Holland— maker of the first automatic baler—is 


Still FIRST in Sales! 


Super “77" engine-powered 
twine-tie: up to 12 tons an hour 


Model “87" engine-powered 
wire-tie: up to 12 tons an hour 





When New Holland dealers pio- 
neered the first automatic pickup 
baler 16 years ago, they started a 
new era in hay making. And today 
there are more New Holland balers 
at work than any other make. 
What's the secret? Service. New 
Holland in its effort to render more 
and better service to the farm com- 
munity has continued to design 


and produce modern, advanced 


America’s best-selling balers 


———— a 

Ta \! 
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he 


Super “66" P.T.O. twine-tie: 
up to 9 tons an hour 


\ 
- 


\ 


we 


4 


Suver “66" engine-powered. twine-tie. 
Capacity: up to 9 tons an hour 


machines to handle bigger har- 
vests with less cost and less labor. 

The proof is in New Holland’s 
full line of balers. There’s just the 
right size baler for every size farm. 
Whether it’s P.T.O. or engine- 
powered ;;. twine-tie or wire-tie, 
farmers know New Holland has it. 
New Holland Machine Co.., a sub- 
sidiary of Sperry Rand Corp., 


New Holland, Pa. 


- 


4 


- 


- : ~ 


Super “77" P.T.O. twine-tie: 
up to 12 tons an hour 


Model “87" P.T.O. wire-tie: 
up to 12 tons an hour 


New HoLtLAND 
'First in Grassland Farming" 
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Big Profits 


from this parts department 


By S. 


pew EMPHASIS on parts plus a 
carefully operated perpetual 
inventory system are helping the 
Ben F. Butler Co. maintain a high 
level of profit in the parts depart- 
ment. 

“We're parts conscious here,” 
Owner Ben F. Butler said, in his 
emphatic way. “Parts keep the 
traffic turning in, and create fre- 
quent contacts with our customers. 
To a large extent, they sell them- 
selves. But we don’t want passive 
selling here. We put some sales 
force behind the parts depart- 
ment.” 

Owner Butler, who has been 
mayor of the town since 1938, ad- 
mits that the parts department al- 
so is a valuable source of volume 
in another store located at Joiner, 
which is managed by his son, Ben, 
Jr. In both organizations, the serv- 
ice department, manned with 10 
mechanics, is promoted by a serv- 
ice-conscious sales force. 

In the headquarters store at 
Osceola, Parts Manager Jasper 
Russell, Jr., usually is seen in a 
fenced-in corner of the sales floor, 
seated before the bank of files con- 
taining the parts inventory cards. 


W. Ellis 


Th Lh hh 
QVBEeEb eet’ 


At his desk overlooking parts department, Ben F. Butier, top, pauses in 
his job of town mayor to become a “working farm equipment dealer.” Parts 
Manager Jasper Russell, Jr., above, carefully maintains parts inventory 


He keeps the file up to date with 
daily entries that show, from day 
to day, how many of the items 
were sold, and how many are on 
hand. The date of a new order, 


in this substantial building company does annual volume of $175,000 


and the number ordered, also form 
a valuable part of the record. 

The visible file contains 72 
drawers, with 60 cards to the 
drawer. When a card is filled com- 
pletely, it is kept for six months, 
and then discarded. Nearly every 
day some find their way to the 
waste basket, their usefulness 
ended—their work in adding many 
dollars to yearly volume at a prof- 
itable close. 

The service manager likes to 
have his working corner on the 
sales floor, behind its little picket 
enclosure, where he can work in 
some seclusion, yet be in the midst 
of the busy parts department. 

When Ben Butler enters his own 
glassed-in office facing the sales 
floor, he stops being the mayor of 
the town for a little while and be- 

(Continued on page 94) 
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Repair parts 

a hurdle 

in your 

pump business ? 





*). B. O'Conner (at right above 
Executive Vice-President and 
Sales Manager, Anchor Sani 
tary Co Pittsburgh and 
Maurice Haeghaert, Goulds 
Representative, team up to 
assist Goulds Dealers in west 
ern Pennsylvania 


T 


THE GOULDS TEAM* HAS YOUR ANSWER 








No need to “write the factory” or wire’ across the continent 
for pump repair parts—when the Goulds Team is working 


for you right in your own back yard. 


Your nearby Goulds Distributor maintains a large stock of 
repair parts for the Goulds Pumps he sells. It's his way of 
providing ‘satisfaction insurance’ for you and your cus- 


tomers on every Goulds Pump sale. 


Getting the part or the pump you need is no problem at all 
when you depend on the Goulds Team. Call your Goulds 
Distributor now—and find out a// the advantages you can 


enjoy as a Goulds Dealer. Or write us for details 


GOULDS PUMPS, INC. Dept. SH-76 SENECA FALLS, N. Y. 





A Complete Line of 
Pumps for every Farm 
and Home Need 


/ tou get MORE Witt GUL DS PUMPS 
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Major Design Advances 
in New MM LP Gas 445 


MINNEAPOLIS- Moline Co., Minne- 
apolis 1, Minn., announces major 
design advances with the new 
POWERIlined 445 LP gas model 
tractor, In the 40 horsepower class 
the 445 has both Universal and 
Utility types. 

Dynamic design, 10-speed Am- 
pli-Tore transmission, power steer- 
ing, fully hydraulic precision con- 
trol of mounted 3-point hitch im- 
plements, Ampli-Trac traction am- 
plifier, and many other advanced 
engineering features together with 
9.1 to 1 compression ratio dis- 
tinguish the new MM 445 LP gas 
tractor. 

The clean-burning LP gas does 
away with carbon deposits and 
dilution of crankcase oil, with con- 
sequent major economies in main- 
tenance, greater engine life, and 
maximum power, the manufactur- 
er points out. 

Fuel capacity is 23.5 gallons for 
the Universal type, and 22 gallons 
for the Utility, at normal 80 per- 
cent level. 

The safety valve is set at 312.5 
pounds, Filler valves are located 
on the left side of the tank for 
convenience in filling from the 
ground. Liquid and vapor control 
valves are of the excess-flow type 
designed to shut off fuel auto- 
matically in case of line breakage. 

The LP gas passes through a felt 
and screen filter into an Ensign 
Model W heat exchanger where 
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the fuel is vaporized. Hot water 
from the engine circulates through 
the vaporizer. The heat exchanger 
controls flow of fuel and fuel 
pressure by reducing pressure to 
slightly below atmospheric pres- 
sure. It is mounted under the hood 
in front of the fuel tank. 


° 


IH Introduces New Corn 
Unit for 141 Combine 


A NEW harvesting and shelling 
attachment, the McCormick No. 2- 
141 corn unit, is available for use 
with the McCormick No. 141 self- 
propelled combine, according to 
the International Harvester Co., 
180 North Michigan Ave., Chicago, 
Ill. The new corn unit converts the 
harvester-thresher into a self-pro- 


pelled two-row harvester-sheller 
at a minimum of cost and greatly 
increases the use that can be made 
of the combine, the company states. 

The corn unit, an adaption of 
the McCormick 2-ME corn gather- 
ing and snapping unit, is mounted 
to the front of the combine after 
the regular grain platform and 
certain other parts of the combine 
have been removed. The attach- 
ment is connected to the regular 
hydraulic lifting mechanism for 
raising and lowering the gather- 
ing unit. Mounting or dismount- 
ing the corn unit requires about 
an hour. 

In operation, the corn feeds in 
through the gathering and snap- 
ping units and is snapped off the 
stalk. The ears, husks and all, then 
are carried up the elevators into 
the combine between the cylinder 
bars and the concave. Most of the 
stalks feed through the snapping 
rolls and are left on the ground. 
As with small grains, the combine 
separates trash and dirt and ele- 
vates clean shelled corn to the 
grain tank or sacker on the har- 
vester-thresher. 

Tests by Harvester indicate the 
new machine can deliver up to 200 
bushels of shelled corn per hour, 
The unit is said to pick all varieties 
of corn, handling all ears, regard- 
less of size. With the three-speed 
transmission, variable propulsion 
drive, and variable cylinder drive 
speed of the No. 141, the operator 
has a full range of ground and 
cylinder speeds to match just a- 
bout any crop yield or field con- 
dition, the company states. 

Gatherers can be set to run at 
any desired height up to 35 inches 
above the ground, and the hinged 
gathering points and center divider 
can be set to float freely along the 
ground level to pick up practically 
all down or leaning corn. 
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“pipe it and forget it” 
with YARDLEY PLASTIC PIPE... 





Seal of approval of 
The National Sanitation 
Foundation 


it's approved by 


THE NATIONAL SANITATION FOUNDATION 


for drinking water 





There is one plastic pipe of guaranteed quality—that is 
Always look for , 3, ga 1Yy:. ; 
the Yerdiey | Yardley. Once it’s in, you can forget it! Yardley is made 

e Yardley im- = 

. Y , of Du Pont “Alathon” 25 the polyethylene resin espe- 
print on the pipe : lhe H+ a 

cially formulated for plastic pipe. “Alathon” 25 provides 

higher burst strength and permanent toughness . . . your 


assurance of lasting performance under the most severe 











. ) iO 
be Pent conditions. 
ALATHON Yardley plastic pipe is easy to identify. Look for Yardley 
tens momcons imprint on the pipe, the seal of approval of the National 
Sanitation Foundation, and the green triangle tag that cer- 
Look for this green tag cor- tifies the pipe is made with all-new resin, “Alathon” 25. 
tifying that Yardley pipe 
is made with new resin~ : ; 
Du Pont “Alathon™ 25. Insist on Yardley—the plastic pipe that gives you 3-way 


protection . . . accept no substitute. 


ey YARDLEY PLASTICS CO. 142 PARSONS AVENUE. COLUMBUS 1S. OHIO 


fa 
4 
, 
~-2F in Canada: Daymond Co., Lid., Chatham, Ont . Export Soles: F. and J. Meyer, 115 Brood St., New York 4. USA 
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New Idea Corn Picker 
Features Ear Deflector 


A NEW ONE-ROW, pull-type corn 
picker designed for maximum 
safety and convenience is an- 
nounced by the New Idea Farm 
Equipment Co., Coldwater, Ohio. 

A special feature is an ear de- 
flector at the upper end of the 
wagon elevator, which has been 
added to the picker, with tractor 
seat control to “aim” the ears into 
the wagon for even distribution. 

To provide for fewer grease fit- 
tings, about a 30 percent reduction 
was said to be made through 
liberal use of replaceable, grease- 
less phenolic fibre bearings. Ac- 
cording to the manufacturers, an 
outstanding feature is the easy-to- 
get-at bank of six lubrication 
points in a single group of ex- 
tended fittings for greasing the up- 
per husking roll bearings. 

Safety features include a lever 
at the rear of the picker for adjust- 
ing the snapping rolls. Should the 
machine plug, the operator flips 
the lever after stopping the tractor 
and PTO, then removes the stalks 
from the snapping unit. 

Another safety device is the 
complete shielding around the PTO 
shaft, extending all the way back 
to the main drive shaft. A slight 
pressure on the shield causes it to 
stop revolving, although the PTO 
shaft continues to turn inside it. 

For added convenience, the No. 
10 has a new spring-loaded lifting 
mechanism, controlled from the 
tractor seat, which raises and low- 
ers the snapping unit. A compres- 
sion spring allows the snapping 
unit to rise over ridges in the 
field and acts as a shock absorber 
to reduce bouncing when picking 


in uneven fields, Brackets to hold 
a double-acting hydraulic cylinder 
are optional without extra cost, as 
original equipment. 

A “snap-on” universal joint is to 
provide easy coupling of picker 
power line to tractor PTO shaft 
Both the PTO hook-up and the 
triangular hitch will fit any tractor 
with ASAE standard power take- 
off and drawbar. 

While New Idea’s pickers are 
equipped normally with metal 
husking rolls, rubber rolls are 
available, at slight extra cost, as 
original equipment on the No. 10. 
This provides three factory-in- 
stalled grooved rubber rolls op- 
erating against three standard cast 
iron rolls. 

The same tight coated galvanized 
heavy gauge sheet steel is used in 
the new picker as in other New 
Idea models, wherever stalks 
might rub against the machine. 

The No. 10 is scheduled for 
August delivery. 


IH _U-34A Loader Has New 
Design and Attachments 


INTERNATIONAL Harvester Co., 
180 North Michigan Ave., Chicago 
1, Ill., announces a change in de- 
sign as well as additional attach- 
ments for the McCormick U-34 
power loader, used on the Interna- 
tional 300 Utility tractor. The new 
loaders, the U-34A, is equipped 
with a manually operated mechan- 
ical trip, with the hydraulic bucket 
control available for those who 
want it. Both the manure fork and 
the material bucket have rounded 
backs, and an extension plate for 
for the top of the bucket also is 
available. 


New Attachments 


New attachments for the U-34A 
include a crane and a 7-foot, 18- 
inch-high blade, each of which 
mounts on the loader boom in place 
of the manure fork or material 
bucket. The crane is an »pen hook 
with a maximum lift height of 14 
feet and capable of lifting and 
transporting 1,000 pounds. It is 
especially useful in handling and 
loading farm implements, engine 
units, moving feed bunks, materi- 
als, construction forms, hog houses, 
creep feeds, poles and posts. 

The 7-foot blade can be oper- 
ated straight; either end can be 
set to lead; or either end can be 
raised or lowered in respect to the 
other end. A third adjustment per- 
mits changing the pitch of the 
blade to give more or less cutting 
angle. This attachment is handy 
in grading and leveling fields or 
yards, making and maintaining 
roads and drives about the farm 
and home, landscaping, backfilling, 
and in cleaning and scraping barn- 
yards and other areas, it was an- 
nounced. 
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We'll put you on the cover! 


Fi REE ... Your own personalized direct mail program 
.. When you become a Kaiser Aluminum Farm Roofing Dealer! 


Yes, you (and your store) will be the cover-man on 
each one of these direct mail pieces when you become a 
Kaiser Aluminum Farm Roofing Dealer! All mailers in 
the series will include a timely newsletter of special 


interest to farmers. You just provide a mailing list of 
selected customers. We do the rest, providing postage 
and all printing and mailing. No charge to you! And you 
reach your best prospects, right in your own backyard! 


PLUS this hard-hitting dealer support! 


National and local advertising! Appearing consistently 
in big consumer and farm magazines like Farm Journal, 


FREE! Display Rack 


and farm building plans! 


Eleven plans (most feature low-cost, pole type 
construction) show your customers how easy 
it is to build with Kaiser Aluminum Farm 
Roofing. Complete set plus the sturdy, wire- 
frame display rack free! Rack fits on counter 
or wall... permits fast customer selection 


Put this powerful promotion to work with the 
big sales advantages of Kaiser Aluminum Roof 
ing .. . the modern rcofing that's light, strong, 
easy-to-handle, rot-proof and forever rust-free 


Keiser Aluminum 


The quality roofing for better farm buildings 
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Progressive Farmer and Successful Farming. Also ads 
in local newspapers and local radio commercials! 


MAIL THIS COUPON TODAY / 


Kaiser Aluminum & Chemical Sales, Inc. 
Consumer Service Division, Room 6581 
1924 Breadwoay, Oakland 12, California 


Please send information on Kaiser Aluminum Roofing and 
Siding, and include details on the advertising program 


NAME 


ADDRESS 





New Allis-Chalmers Mower 
Has Twin-Wheel Drive 


AN ENTIRELY new concept in 

mower design, a Twin-Wheel drive 
instead of conventional pitman 
drive, is announced by Allis- 
Chalmers of Milwaukee, Wis., in 
its new No. 7 mower available 
both in rear-mounted and trail- 
type models, designed to match 
present-day tractor speeds and 
power. 

Smooth non-stop rotary action 
of twin flywheels with heavy 
matching balanced counterweights 
drives the sickle and practically 
eliminates vibration because the 
start-and-stop action of the sickle 
is counterbalanced and smoothed 
out, the company states. 

The Twin-Wheel drive is 
mounted directly on the cutter bar 
permitting operation of the sickle 
at any angle from 90 degrees above 
horizontal to 45 degrees below 
horizontal. The hydraulic ram de- 242 inches at 1400 rpm makes posite to the direction of sickle 
termines the amount of lift. The possible up to 2800 cutting strokes travel. The cutter bar on the No. 7 
sickle is powered through two a minute, according to the com- mower is also of new design. It is 
short connecting rods in the same pany. wider at the inner end where extra 
plane and always level with the The twin flywheels balance each strength is needed and tapers to 
sickle regardless of the angle or other and balance the sickle. standard width at the outer end. 
height of cut. The short stroke of Counterweight action is always op- Register is set at the factory. Lead 
and tilt can be changed without af- 
fecting the register. 

The mower is close-coupled to 
the tractor to cut corners square 
without backing or circling. 

A spring-loaded safety break- 
MILKING MACHINE back swings back when the cutter 


bar strikes an obstruction, instant- 
REPLACEMENT PARTS ly stopping the sickle drive. Re- 

latch and starting of the sickle is 
automatic by simply backing the 
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CHORE BOY om ty 
mF nee _ ” Glover to Fill New 


Position at Deere 


DEERE & Co., Moline, Ill., an- 
neunces that D. C. Glover of In- 
Get this Display Board FREE! dianapolis, Ind., has been ap- 

pointed to the newly created posi- 
Sets you up as Rubber Replacement Parts Headquarters for all leading tion of manager of merchandising 
makes of Milking Machines. services of the company’s market- 

Write today for full details. ing division, 

Glover joined the Deere organi- 
zation in 1946 and has served in a 
C R '@) W | D A | Q Yy S U be P LY C @) ‘ number of capacities. In 1951 he 

-gownt was promoted to division sales 
327 W. College Avenue _ Waukesha, Wis. manager with the John Deere 








90 SOUTHERN FARM EQUIPMENT Section for JULY, 1956 





Plow Co., Lansing, Mich., and two 
years later he became vice-presi- 
dent and general manager of the 
John Deere Plow Co. of Indian- 
apolis. He was elected to the Deere 
& Co. board of directors in April 
of last year. 


> 


Sales Ideas That Keep 
the Ledger Black 


(Continued from page 74) 


“The primary reason for our 
contest is to stress safety while 
driving a tractor,” Walker said. 
“In our contest we give points for 
skill in handling, the ability to 
maneuver in between stakes, back- 
ing with implements attached, 
starting and stopping, and safety. 
We offer prizes of $100, $50 and 
$25 to the three top performers. 

“We often have three or four 
hundred farmers attending to 
watch the show and often to watch 
their sons competing. We give 
demonstrations to show the proper 
way to handle the machine and 
implements under different con- 
ditions. Barbecue with all the 
trimmings is served to complete 
our friends’ enjoyment of the day. 

“A third sales idea is our open 
house, held at least once a year. 
This usually takes place when the 
new tractors are introduced. Sev- 
eral short movies are shown to 
provide entertainment. Everyone 
attending is asked to fill out a 
card showing the kind of farm 
equipment they have. Visitors also 
are asked to indicate whether or 
not they would be interested in 
a demonstration. Salesmen are on 
hand to point out features of the 
new machines and to give quick 
demonstrations. 

“It is true that we want cus- 
tomers to see our new tractors. 
However, one of the main reasons 
we have our open house is to get 
all of our friends and neighbors 
together to talk and enjoy them- 
selves,” said Walker. “We hold 
these events at night when the 
farmer isn’t working. We serve 
visitors a barbecue supper. We 


parade, they receive a number of 
telephone calls asking for more in- 
formation on the tractor displayed 
in the parade. 

Fifth, at least 10 or more trac- 
tors are on display in front of the 
store. This mass display serves as 
a particularly effective way to at- 
tract attention. 

“We find this mass display really 
works wonders in persuading 
farmers to stop on Sunday after- 
noon when they are out driving 
with their families,” Walker ex- 
plained. “Many of them stop and 
look the machines over with their 
families and then drop by during 


the week for more information. 
Since we set up this mass display 
we find that roughly three times 
as many prospects stop and in- 
spect the tractors.” 

Sixth, the company gives away 
several hundred gifts to customers 
on Christmas. Last year it was a 
small fishing rod. 

“As far as our sales ideas are 
concerned we try to do things 
which make customers remember 
us,” concluded Walker. “We feel 
that if a customer can remember 
you for something you did for him, 
he will remember you when it is 
time to talk business.” 





Harvest time is cutting parts time . . . 


Herschel parts are 
available to fit ALL 
MAKES of mowers 
and combines 


and new Herschel sections, knives and 


sickles make mowing or combining a breeze instead of a chore. Practically every 
farmer in the area is a prospective customer for the Herschel Parts dealer — 
because there are Herschel Parts available for many kinds and all makes of 


harvesting machines. Stock . . . 


display . . . 


promote Herschel Parts for a 


profitable sales program during the harvest season just ahead. 


MORE PROFIT FROM EVERY SALE! 


You increase your margin of profit when you sell Herschel repair parts and farm 
supplies. Ask your Herschel representative about the parts and supplies your 
customers need —he has valuable information on the selection of stocks that 


don’t press them for business, for 
we want them to relax and enjoy 
themselves. We let them know 
that this is our way of thanking 
them for their business.” 

Fourth, the company furnishes 
tractors to pull the floats in the 
several parades held each year in 
the downtown section of the city. 
They also use one of their trucks 
to pull a trailer showing one of 
their latest tractors, After each 


give better service to your customers . . . more profits and faster turnover for you. 


HERSCHEL CATALOG and WALL CHART sent free on request. 


FACTORY AT PEORIA, ILLINOIS 


Branches: Omaha, Neb.; Minneapolis, Minn.; 
Toledo, Ohio; Harrisburg, Pa.; Auburn, W. Y. 


DISTRIBUTORS: R. C. Cropper Co., Macon, Gea. 
Southern Supply Co., Dollies, Texas 


MANUFACTURING CO., INCORPORATED 





Ask your Herschel Salesman about “HERCROME” Knives, 
Sections and Guards --the miracle of modern cutting. 
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SFEM Board of Directors 
Holds Spring Meeting 


. : . THE BOARD of directors of South- 
MM's Martin Ronning Honored ern Farm Equipment Manufactur- 
ers held its spring meeting at Wil- 
son, N. C., on May 18 and 19 at 
which time plans were completed 
for the annual meeting on October 
19 and 20. It was decided that the 
meeting would be held in Chatta- 
nooga, Tenn., at Lookout Mountain 
Hotel. 

The meeting opened with lunch- 
eon followed by golf at the Wilson 
Country Club. The board and 
guests were entertained on Friday 
night at a dinner party by the 
Carolina Farm Equipment Dealers 
Association and Powell Manufac- 
turing Co., Inc., of Wilson, host for 
the meeting. Most of Saturday was 
taken up with discussion of several 
important issues and completion of 
annual meeting plans. 

Among those present were R. H. 


Martin Reaning, chief consulting engineer of Minneapolis-Moline Co., was Powell, SF EM preside mt, Pow ell 
awarded the Cyrus Hall McCormick Gold Medal of the American Society Manufacturing Co., Inc., Wilson, 
of Agricultural Engineers at the society's annual dinner at Roanoke, Va., N. C.; M. B. Walthall, SFEM vice- 
June 19. Regarded as the outstanding engineering honor of the year, president, Taylor Implement & 
Ronning's election as Gold Medalist was based on his 30 years of designing Manufacturing Co., Athens, Tenn.; 
Harvestors and other farm machinery for Minneapolis-Moline, climaxed by W D. Hairrel bP gage mt ‘] ne 
his invention in 1950 of the unique MM Uni-Farmor system of self-propelled - D. Hairrell, ex-officio, Taylor 

farm machines. He is shown above with the Uni-Picker-Sheller Implement & Manufacturing Co., 





You Can Make 3 PROFITS 
When You Sell 1 WHIZ! 


PROFIT from the ad- 
: , justable mower leveling 
Patterns are available for practically all attechment with blade 


plows, listers, middlebreakers in No. 1 soft for cutting brush, tal 
center or No. 2 crucible steel of the highest grass and even lawns, 
quality obtainable. Also, we are now pro- fast and clean! 
ducing a mew line of Star Blade-Type Plow e 
Shares — in regular and short patterns — 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 


PROFIT from the 7” 
post hole auger — digs oa . 
two feet in less than a - One WHIZ heavy-duty 
minute! Easily attached power unit handles these 
e three and a number of other 
PROFIT from the basic attachments with ease! Unit 
20” saw unit — cuts for 20” and 26” saws is 
posts and timber up Fs: SELF-PROPELLED! © Other 
to 12” in 4 positions Sas} attachments available: 
from horizontal to ver- , i CHAIN SAW — ROTARY 
tical. Also 18” and 26” 4 | TILLER — EDGER AND 
models available. Ment” GRINDER. 


. | YOUR JOBBER CANNOT SUPPLY YOU, WRITE TO 
FULLY GUARANTEED IF YOUR J 


AS TO QUALITY FINISH 
oe - _ — : ROOT MANUFACTURING CO., INC. 


127 East Eleventh St Baxter Springs, Kansas 
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Athens, Tenn., and the following 
members of the board of directors: 
C. B. Griffin, Jr., Harrington Man- 
ufacturing Co., Lewiston, N. C.; W. 
A. Taylor, Taylor Machine Works, 
Louisville, Miss.; William P. Will- 
son, Athens Plow Co., Athens, 
Tenn.; Emory Hodgson, Alexander 
Manufacturing Co., Picayune, Miss. 
Guests attending were Frank 
Covington, Covington Planter Co., 
Dothan, Ala.; Paul Garner, Alex- 
ander Manufacturing Co.; Pica- The frame-twisting punishment administered to tlew idea's new heavy 
yune, Miss.; Larry Earley, Good- duty wagon while carrying a six-ton load is demonstrated for Victor 


year Tire & Rubber Co., Atlanta, Emanuel (center), president and chairman cf Avco Manufacturing Corp., 
Ga. and General Manager C. W. Stoup by Director of Engineering 





¢ 


AFEM Changes 
Association Name These 


MEMBERS CASTING their votes by Packages 

mail have changed the name of 
A 

the Allied Farm Equipment Manu- ADAPT TO EVERY REQUIREMENT 
facturers Association to Farm \' puMP 
Equipment Manufacturers Associa- @.e* PACKAGE 
tion and the organization will be “t anet 
incorporated under the state of x - a 
Missouri laws as a not-for-profit o* pumP 
corporation, W. A. Matheson, Sr., yor - . 
president, has announced. , en pressure 


¢ 


New Idea to Market 
6-Ton Steei Wagon 


A NEW heavy duty steel wagon 
declared by New Idea Farm Equip- 
ment Co. officials to be the toughest 
in its class after hours of frame- 
twisting, jolting punishment on 
the company’s test course at Cold- 
water, Ohio, will be introduced on 
the market this summer. 

Director of Engineering R. R. p with Shallow 
Raney, who has spearheaded the a” 4 Well Head 
“muscles” program, said maximum 
strength has been built into every 
point of stress on the six-ton CONVERTIBLE-JET You'll appreciate the packaging sys- 
a apn ors ail , tem of these readily convertible Main- 

assive wo-inch-diameter W S ner iets. Ht simolifi d trol. I+ 
medium carbon steel spindles with a ee econ nea 
ene canteen cnaier seanend SIZES ready and economical conversion for 
roller bearings in the wheel hubs, Available in %, 1, 1a, 2and3hp ‘the customer. But MORE — you'll find 
lubricated at the factory and ef- LIFETIME MATERIALS ne better jets than the AURORA Main- 
liners. They are built to deliver top 


fectively sealed against dirt and p Shaft is of Stainless Steel. Im- 
dust assure long life, Raney states. ain Sealing Ring, Jet Nozzle and performance through extra years of full 
The wagon features an entirely Jet Tube are of Solid Bronze. satisfaction. Find out today how these 
new concept in tongue and draft SATISFACTION easy-to-sell, customer-pleasing Mainlin- 
bracket design in which both the aha ers can create generous profits for you 
: a : : AURORA Mainliner JETS are P you, 
tongue hinge joint and king pin FULLY GUARANTEED. too. 
joint have tight fitting bronze : 
bushings to insure long life and DRILLERS & DEALERS Write for BULLETIN 133-MLA 


perfect trailing at any speed and ait See Your AU RORA - UMP DIVISION 


with any lead. While New Idea Meriva THE NEW YORK AIR BRAKE COMPANY 


will introduce it as a wagon rather 
than a trailer, a 65-mile-an-hour reithers 77 DEARBORN STREET ° AURORA > ILLINOIS 


demonstration proved the new or WRITE for 
heavy wagon’s trailing qualities. 





FACTS INTERNATIONAL SALES OFFICE, 890 WEST ST., NEW YORK 6, KH. Y. 
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Big Profits 
from Parts Department 


(Continued from page 84) 


comes what he terms “a working 
equipment dealer.” He well knows 
what every department in his twin 
sales-and-service organizations is 
doing. And he admits that he likes 
to see the parts department serv- 
ing customers throughout the day. 

“Long ago I learned that service 
is something to sell. In our sales 
meetings, we put just as much em- 
phasis on selling service and keep- 
ing our two service shops flourish- 


ing as we put on selling machin- 
ery.” 

The sales staffs for the two 
stores are kept separate because 
Butler feels that the best salesman 
is one who has grown up in the 
community or lived there for some 
time. His salesmen are all well- 
known in their own territory. They 
call by their first names most of 
the users of farm equipment that 
they sell. When they talk to a 
customer, it means talking to a 
neighbor and a friend. 

Customer contacts are kept alive 
by personal calls every 30 days. 
These calls are governed by a 


card system that reveals what the 
farmer may need in both service 
and equipment. 

“We car’t sell a 
tractor every year,” Butler said, 
“but we know we can sel] him 
parts and service when we keep 
him reminded that we want his 
repair and maintenance business.” 

He would not specify how much 
of the $175,000 yearly volume at 
the headquarters store is repre- 
sented by parts and service, but 
admitted that a good slice of this 
should be credited to parts and 
service. 


mana new 


Separate Managers 


Each of the two sales forces is 
under its own manager. Ben, Jr., 
heads the staff at Joyner; Gene, 
the other son, heads the one at 
Osceola. 

“A sales manager must figure 
out his own territory,” the owner 
emphasized. “Twenty miles some- 
times makes a difference in cus- 
tomers and in the sales tactics to 
be used. In our organization we 
value the patronage of renters as 
much as that of the big owners. 
Some of our most valuable cus- 
tomers started as renters, using 
old machinery that needed fre- 
quent new parts and repairs. That’s 
where our parts and service de- 
partments made a good showing. 
We didn’t let our customers down 
when they needed help in a hurry. 

“We make very sure that we 
have on hand the parts needed 
to serve our customers. Our well- 
kept perpetual inventory helps to 
do this job for us. We look on our 
parts filing cabinet almost as an 
extra salesman who serves us 
practically without pay.” 

The voters of Osceola repeat 
even oftener than Ben Butler’s 
customers. Recently they reelected 
him for still another term as mayor 
of the town. 





“EMPIRE” 


Buélé TILLAGE TOOLS THRIVE ON WORK — 
Regardless of Soil Conditions 


READY TRADE ACCEPTANCE 


iT PAYS TO SELL THE LINE WITH 


The EMPIRE PLOW Company 


» Tillage Tools Since 1840 


Specialist 


CLEVELAND 27, OHIO 





Department SH-10 


Atlanta 8, Georgia 


years. 
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cS Herschell Mfg. Co., Inc., R , 
Hillerich & Bradsby Co , Union Fork & Hoe C 
Calbar Paint & Varnish Co Hodell Chain Co 5 Unifilter Ce 
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Champion DeArment Co United States Steel Cerp. Coa 
Chattanooga Royal Co § | 
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Chemicals Div 


Paine Co T™MCO Cory 


Papec Machine ( 
Clark Brothers Bolt Co Ideal Brass Works. In Penens Tool Corp niversal Converting Corp 
Classified Ads trees Ideal Fishing Float Co Penn Fishing Tackle if ° pson Brothers, Inc 
Clemson Bros., Inc. . Inc ° Peters Cartridge Div tica Droj 
Cleveland Mills Co Ingersoll Products Division Petersen Mfg. Co 
Coal Chemicals Div Berg-Warner Cort Phoenix Maaufactur 
U. 8. Steel Corp (Discs) , —_ ae Plymeuth Cordage 
Coleman Company, Inc : Portable Electrix 
Colorado Fuel & Iron Corp General Lins Porter Corp. J. I 
Wickwire Spencer Stee! Irwin Auger Bit Co Power P red 1ets Co 
Div. - . : Proen Pr 
Colt's Patent Fire Arms Propulsior 
Mfg. Co., Im : 
Celumbia Malleable Castings J 
Corp , : 
Columbian "Rope Co. . 
Censolidated Wire Prod. Co Jackson Mfg 
Consumers Glue Co Jackson Mfg. Cx 
Continental Secale Corp. .. . Jones & Laug! 
Cerning Glass Works Corp 
Crescent Tool Ce aée Red Dev lo« 
Crewa Dairy Supply Co. . 90 ted Head Bra 
Oyclene Fence Dept. United Reeve 
States Steel Corp ; Re 


International Harvest 


ise minur & Cher 
D re Brush Mfe Ce 
uuffel & Esser Co 
Steel & Wire 
Hardware Co 


Damascus Steel Products Corp 

Dazey Corp ‘ * ng 

Deere, Jehn . 

Dempster Mill Mfg. Co 

Deming Company 

Diamond Calk Herseshoe Co 

Draper-Maynard Company 

Durall Preducts Co. . acetals Mi Oita Oe 
Landers, Frary & Clark 

E (Universal Products 
anders, Frary & Clark 

Eagle Mfg. Ce Dazey Cory 

Electric Wheel ungley Cory 

Ellinor Villag ebanon Chemical Cerp 
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Enterprise Mfg. Co 

Evans Rule Ce ; Lilliston Implement Co 
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MODERN Like 


bderaled Mulual 


In recent years changes in the insurance 
business have come almost as fast as they 
do in jet aircraft. As rapid advancements 
are made in the industry, Federated Mutual 
policyholders have been quick to benefit. 

Modern, aggressive, Federated Mutual 
was the first company in the country to 
streamline its operation and become a 
multiple line direct writer. Major econo- 
mies deriving from changes such as these, 
are shared by Federated’s policyholders in 
the form of dividends. 


Insurance at a Saving for 


96 


Federated’s policyholders have been 
among the first to be offered new packaged 
policies with broader protection, new con- 
venience and economy. New and exclusive 
Federated Mutual payment plans allow 
many months to pay premiums at lower 
service charges than ever before. 

In these days of rapid change it pays to 
insure with a company like 
Federated Mutual. Home Office, || rast m 1 
Owatonna, Minnesota. Ze = 


FIND FEDERATED 


BUSINESS e HOME 





CAR) 
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Shallow Well 


Thrifty 1/3 H.P. 
or 





(leep-well 


DEMPSTER 


Powerful '/2 H.P. 


lit 
he Well 





Shallow-well 


Converlejelmasler 


WATER SYSTEMS 


Dempster Convert-o-jetmaster lets you offer the 


advantages of convertible water systems to fit most 
water conditions! No more trouble in areas where 
water conditions have made other seals fail — or 
where falling water tables have made a single pur- 
pose water system ineffective. In the Convert-o- 
jetmaster you get both durability and adaptability. 
The filters in the patented cartridge stuffing box 
in the Convert-o-jetmaster stand guard against sand 
and grit — filtering it out before it can reach the 
packing. This stuffing box means a better seal, low 
power loss and more pumping power. A removable 
bronze sleeve eliminates all wear on the motor shaft. 


Dempster’s new Convert-o-jetmaster retains all the 
advantages of the Dempster Convert-o-jet line: 
Quick conversion from shallow well to deep well 
operation without extra cost except for the pipe; 
low investment (only slightly higher than Convert- 
o-jet models); choice of thrifty Ys or powerful 2 
HP ball bearing motor; top quality material and 
construction throughout. 

Dempster Convert-o-jetmaster will deliver to 835 
gals. of water from a shallow well go down to 
90 ft. in deep well operation 

For Trouble-Free sales feature the Trouble-Free 
Dempster Convert-o-jetmaster! 


Write or call today for new 4-page Convert-o-jetmaster folder! 





DEMPSTER MILL MFG. 
BEATRICE, NEBRASKA 
Branches and Warehouse Nebroska; Kansas City, Missou Des Moines, lowe 


Sioux Falls, South Doakoto; Denver, Colorado; Oklahoma City, Oklot 
Texos; San Antonio, Tex 


co. 


Amarillo, 


Jn eee 
WATER SUPPLY EQUIPMENT 
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They’re not just saying rotary cutters 


eyes saying 


y ae 


Photograph token at C. A. Moody's Farm implement Store, Newnan, Georgia 


The good word has a way of spreading around, 
especially when you help it along with national, 
regional and local advertising. But the fact is that 
the Roto-Speed’s sales success lies in its extra- 
ordinary on-the-farm performance. Everywhere 
over the nation now, thousands of Roto-Speeds 
are proving they’re the most versatile, most de- 
pendable of all rotary cutters. Thousands more 
will be on the farms this year. The profits are 


yours! 


LILLISTON IMPLEMENT COMPANY 
ALBANY, GEORGIA 


Please send me (check information desired) [_] Literature 
[-] Dealership details [_] Prices [_] Name of my nearest 
distributor. 


Name 
Company 
Address 





. Mr. Moody has been a Lilliston dealer six years. 


There’s a 


ROTO-SPEED 


MODEL FOR EVERY FARM 





Famous 


heavy duty 


FF six 





Kiugged 
5 -1wo 


lift or tow 





Mew 


BUDGET 
PRICED 
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MURRAY AUTOS — 
New “Country Squire” 
has an opening trunk. 
One of 12 models. 


MURRAY WAGON —The 
finest! Features full ball 
bearing wheels 


MURRAY RADAR 
PATROL CYCLE — This 
unique model is a sen- 


tional seller. 
ee MURRAY BICYCLES — This 





new deluxe lightweight is one 
of Murray's 26 bike models. 





the Answer to the 64-DISC Question: 








When it comes to discs for its 25’ Hinge Type Offset Harrow squad- 
ron, Rome Plow Company finds the answer in 64 big, husky 
Ingersoll Dura-Notch discs. For special purpose disc plows, too— 
such as shown at the left—Rome also specifies Dura-Notch. 

It’s easy to see why. Dura-Notch discs team up with heavy dut 
equipment to tear into tough chores, make quick work of large 
acreage, keep going without failure. 

That’s because they’re made tougher to be tougher, through and 
through. And the big reason is right in the notches. Ingersoll makes 
them by an exclusive patented method that completely eliminates 
the need for grinding the cut-out. So they're extra strong—far more 
resistant to heavy impact. 

What’s more, Dura-Notch discs are made of Tem-Cross® steel 
. . » Ingersoll’s special steel that’s cross-rolled for top resistance to 
splitting, curling and abrasion. And they're specially heat-treated 
and tempered for just the right hardness without brittleness. 

Made only by Ingersoll—to your own implement maker's speci- 

is fications, for both original equipment and replacement use. So—to 
ingeieall Qurp-Aetch disse team up with o epedal be sure you get Dura-Notch quality for your customers, order them 
Rome plow to chop up heavy brush direct from your implement manufacturer. 


Ingersoll DONO Discs 


yh NOTE, 


Gi 


/ ra 
INGERSOLL PRODUCTS DIVISION | 


‘ 
Ty 

Export Sales: Borg-Warner International 
. H 36 South Wabash, Chicago 3, Illinois 


BORG-WARNER CORPORATION «+ CHICAGO 43, ILLINOIS } 


PROOUCTION 


SPECIALISTS IN TILLAGE STEELS © WORLD'S LARGEST MANUFACTURER OF DISCS 
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